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took hold of its own boot-straps 
and hoisted itself out of the mire 
of self-effacement from which it has 


[= high time the shoe business 


half-heartedly tried to attract the° 


attention of the buying public. 
Psychologically the people of 
America are lovers of the bally-hoo. 
They give their homage and their 
“shekels,” too, to that individual and 
that industry which most forcefully 
commands their attention and makes 


them pay for it. The super-thrills ... 


to the public purse are possible in 
shoes as well as face creams, iceless 
refrigerators, etc. There’s no reason 
for the wee small place that the shoe 
industry now occupies in the public 
mind for surely the shoe man is in 
a position to get to the top of things 
styleogically~speaking. 

The shoe industry is in need of ad- 
venturous spirits, pioneers if 
you please, who will venture 
forth into the uncharted high- 
ways and byways in new 
ships and, with new sails. 


HE industry needs a few 
hardy souls who will put 
profit before sales long 
enough to convince the buying 
public that footwear is some- 
thing that requires artisan- 
ship as well as labor and that 
accordingly it should be paid 
for. 
There’s too many prophets 
and too few profits in the shoe 
business. There’s. too much 





Many Prophets—Too Few Profits 


Too Much “Yelling” 
Not Enough “Selling” 


“selling” to make it a very outstand- 
ing industry until somebody wakes 
up and shakes the mud off their feet 
and emerges to solid ground. 


There are too many who are will- .. . 


ing to sell for the sake of selling and 
not enough who want to sell for the 
sake of seeing a profit on the 
ledgers. 

There are too many manufacturers 
who haven’t the “stomach” for the 
smoke of rea! merchandising battles 
there are too many merchants 
who haven’t the courage or the am- 
bition to make their trade a real 
profession. 

There isn’t enough romance woven 
into the strings of the business. Not 
enough stage setting, not enough 
music and dancing to make it a 
major retail or manufacturing in- 
dustry. Nor a profitable one... 








‘unless some courageous spirit sets 
‘forth on new pathways. 


Here and there are a few Flor- 
sheims or Selby’s ...or a Keith 
or a Miller but they are so few 
that their names are known to all. 
It isn’t a crowded profession. There’s 
a few Saks . . . Wollocks, O’Connors 
and Goldbergs, Fyfes . . . but they 
form a small group among the 
hundred thousand shoe merchants. 

What the shoe industry needs is 
a Columbus to discover a new profit 
land. 

Perhaps what it needs is moral 
courage. The dare to do. 


E shoe business needs its face 

washed. It’s smudged with dust 

of the years. Its countenance is 

soiled and spoiled by the soot of un- 

changed methods....and un- 
changing ones. 








Is the shoe auch on humble article that 


ray rete Tea outstanding profit maker ‘United 
in 54? fry oh A wa a . 
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A hundred thousand stores 
















“yelling” and not enough 
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ERE’S a shoe merchant 

who built up an inter- 
national business.on the de- 
sire of the oversized or 
undersized woman to look 
as well shod as her normal 
sized sister. Feet aren’t all 
alike, he discovered, so he set 
about to fit the feet that the 
other chap couldn’t, the end 
sizes, the 1 and 2 AAAAs 

and the 10 AAAs. 


HERE are ponies and Perch- 

l erons, King Charles spaniels 

and Great Danes, but they are 
all horses or dogs. Just so, there 
are small humans and large humans, 
but all of them are human and all 
with human intelligence and human 
desires. 

That, in brief, is the basis of 
thought upon which, some twelve 
years ago, I entered the business of 
fitting the unusual-sized foot. 
Women are not standardized in size, 
but shoes, as made years ago, were 
designed more or less along stand- 
ardized lines. Little or no consid- 
eration was given the _ six-foot 
woman who, naturally, if her feet 
are in proportion to her size, should 
wear a 9 shoe; nor for the little five- 
foot woman, who may wear a size 2 
or 8, These women are not freaks, 
but a dozen or more years ago they 














November 27, 1926 

















were made to feel like freaks when 
they went into the ordinary shoe 
store. 

These women were dissatisfied. 
They couldn’t get a good fit in shoes. 
There were enough of them to give 
someone a nice business, so I went 
after it. 


te learned a few things about the 
game since then. The first is that 
fashion is just as important in the 
unusual-sized shoe as it is in the 
medium sizes. Miss Six-Foot, wear- 
ing a 9AAAA, likes to Charleston 
just as much as does little Miss Five- 
Foot, who puts her shifting feet into 
a 34%AAA. And when she Charles- 
tons she wants her feet to look right 
up to the minute in style. 

Beautiful shoes in unusual sizes 
is really the secret of our business, 
if we have any secrets. Whatever 





flaming youth wants in the way of 
footwear we supply, not only in the 
medium sizes, but in the extreme end 
sizes. 

As an example, we are just now 
exploiting “Captain Kid” boots, one 
of the most extreme of present-day 
novelties. We carry it in sizes from 
2 to 10. Why this long range? 
Simply because Shoecraft has come 
to mean to women a place where 
smart shoes in odd sizes may be 
obtained. We sell more fancy shoes 
in odd sizes than we do plain shoes. 
The woman with the unusual-sized 
foot demands gold kid, petit-point, 
tapestry and brocades in her evening 
slippers. She gets them here. 


ND all our customers are not — 
wealthy. We get many women in — 
here who feel they really can’t afford 
to pay our prices, but they can’t-find 
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shoes to fit them at prices they think 
they can afford. Finally they buy, 
and the fashion, fit and service we 
give them makes them feel satisfied 
and they come back to us again. 

As a result we have built up a 
business that is really international. 
We keep a careful record of the size 
and taste in shoes of each of our 
customers. When we go out to buy 
a new shoe we know, from our rec- 
ords, just how many 10AA we will 
need. Maybe we have in mind a 
10AA customer in Madison, Wis., 
another in Tulsa, Okla., another in 
Gadsden, Ala., and so on. We don’t 
stock a shoe in a variety of sizes and 
then hope we will ‘sell them all. 


buy according to our cus- 

tomers’ needs as far as we can 
figure them. Of course, we make 
mistakes now and then, but show me 


by Harry Rosenthal 
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the shoe man who can pick styles 
100 per cent correctly. | 

Another thing that is highly im- 
portant in this game is to stay away 
from the orthopedic business. That 
is a specialized trade; it has its place 
and is necessary, but it has no part 
in this business. We fit unusual- 
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ce HAT’S the most 

important thing in 
fitting the odd sized foot?” 
we asked Mr. Rosenthal. 
And we almost fell off the 
chair when he shot back the 
word, “Fashion.” Big Foot 
Annie, six feet tall and with 
a size 9 pedal extremity, 
can shake as mean a Charles- 
ton as little Five Foot Sue, 
who wears a 1A, if she is 
fashionably and properly 

shod. 





- ties to support a business like this, 

















end sizes in shoes than we did the 
middle sizes. We got all the feet 
that the other fellows couldn't fit. 
Now we are selling as many middle 
sizes as end sizes, a condition that I 
attribute to our progress in style 
lines. 


AN anyone else do the same 
thing? Surely, if they want to 
tackle the job. I wouldn’t advise any 
shoe man in a small community to 
do it. There simply aren’t enough 
unusual-sized feet in most communi- 


As a matter of fact, no inconsider- 
able part of our business comes from 
outside of New York—even from 
Europe. It is only by drawing 
business from such a wide circl 
we are enabled to do the 
business we are doing. = 
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On the Feet of Fashion 





AGNIFICENT as these photo- 
M graphs are they but illustrate 
the new freedom of footwear 
design. To depart from customary shoe 
designing the creator ‘of this pattern put 
an unusual patch on the quarter in the 
same lizard as the strap and the wing 
tip—the result achieved is particularly 
smart. 

Color needs careful balancing this 
coming season. The suede is in dark 
brown shade with the lizard trimmings in. 
lighter brown to contrast. The shoes 
were selected at the Shoe Styles Confer- 
ence to show the necessity of blending 
browns to harmonize with the dress worn. 

In costume footwear the thing to do 
is to have one of the tones in the shoe 
blend with some one tone in the dress. 
Sometimes one shoe will blend with four 
different dresses because some family re- 
lationship of color is achieved. The 
other profitable feature of costume foot- 
wear is the fact that a better price can 


be asked for the blending. 








HE walks in beauty—-silvery nights 
—a fabric of black silk shot with 
silver stars, silver heels and a sil- 

ver yoke strap that is asymmetrical. The 
smartest slipper effect for every wear for 
the lady of fashion. 

More fabrics are being used for eve- 
ning wear—the brocades, Paisley de- 
signs and woven effects. There is no 
limit to the use of embroidery and fancy 
work. Intrinsically the evening footwear 
this season is worth the high prices asked 
for handworked designs in floral baskets, 
in real gold chain overlays and in 
sequin embroidery sets the high point for 
beauty in formal footwear. 

Evening footwear is bought—not for a 
season but almost for a night, it is so 
perishable. Its beauty has lifted the shoe 
trade to heights never dreamed of before, 
and new foot jewels have added to the 
pleasure of the wearer, as well as the 


profit of the merchant. 
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The fight is on 
which will survive 
—chains, factory 
owned, leased, 
house-to-house, 
mail order—or the 
privately owned 
store. Istherea 


place for all or 
fight to the finish? 


AT the shoe business is be- 
ginning what may be called 
the “final battle for suprem- 


acy” is now generally acknowl- 
edged. Each day sees the battle 
formed on more intense and high- 
ly organized lines. The inroads of 
the corporation-controlled store is 
felt more keenly. For purposes of 
analysis and comparison, let us 
classify the various competitors of 
the privately-owned shoe store. 
First, the chain stores, owned and 
operated by corporations; second, 
the factory-owned and operated 
stores; third, the stores controlled 
by factories through extension of 
credit or consignment shipments; 
fourth, “concessions” or “leased de- 
partments,” made possible by fac- 
tories, jobbers or chains; fifth, 
house-to-house peddling; sixth, mail 
order selling through catalogues. 


HAIN ‘stores spring into being 

rapidly. All over the land one 
may see new ones appearing on the 
battle line like skirmishers thrown 
out to test the strength of the oppo- 
sition. They are much alike. They 
are almost uniform in appearance. 
Their methods are similar and the 
class of goods handled almost identi- 
cal. Usually they have a fixed retail 
price, or at most two fixed prices. 


ee AAs 
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lies their weak- 
ness. Women 
dislike merchan- 
dise that does 
not bear the 
mark of _ indi- 
viduality. The 
great war 
showed. how im- 
possible it was 
to standardize 
shoes. 


: 
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Battle for Supremacy 


fy, 
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No. 1 of Series 


As long as wo- 
men retain their 
desires for 
“something dif- 
ferent” what 
store will ac- 
complish the 
desired end— 
pleasure to the 
customer and 
profit to the 
merchant? 






they come face to face with 
real merchandising. As long as 
women retain their desires for 
“something different” the chain 
store will never accomplish the 
desired end of mass production. 
And, when mass production ceases 
to be a factor, mass buying and sell- 
ing will cease. 

The factory-owned and operated 
store has never been a very great 
menace to the privately-owned and 
operated store. Manufacturers, as 
a rule, are not good retailers. Few 
manufacturers desire to enter into 
the retail business for that very rea- 
son. It means two separate organi- 


zations within the corporation—a 


wheel within a wheel. A manufac- 
turer of shoes knows that he cannot 
be two different things at once. He 
must be e'ther a retailer or a manu- 
facturer. 


HERE are, however, certain man- 
ufacturers who are so eager to 
increase their outlets, to extend their 
operations, to increase pairage in 
their mills that they have practically 
entered the retail business in another 





They make broad claims in the way 
of values and workmanship, owing, 
as they say, to their greater buying 














power. It is true that a number of patterns or leathers. If the exigen- 

stores buying in mass may gain cer- cies of the great war failed to ac- consignment. Through 
tain advantages in prices. They complish it, then the corporations ods they control 

may even obtain certain superiority must eventually come to a realiza- that come 

dination Gf their cides iets tee ee 

ar ion of their shoes. stores are meet _ centration.” 

that very word “standardization” woman in pond d is not, 
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What Price Leather ? 


IGHT across eight columns with a streaming 
headline the Cincinnati Times-Star has the 
following, “Shoe Industry is Stimulated by De- 
crease in Price of Leather.” The heading certain- 
ly isn’t justified by the special financial correspon- 
dent’s report for that paper, nor by the actual sit- 
uation in the industry itself. The article is a scant 
62 lines in length and points out the poor show- 
ings of leather concerns and is equally as depress- 
ing in its prediction of the prospects for 1927. 

How with that fact in mind how it can draw the 
conclusion that there will be still further decrease 
in the price of leathers is beyond comprehension. 
The headline hopper gets the idea that lower priced 
shoes may be expected. 

The article paints no rosy picture. It errs 
greatly when it says, “as a vesult the price of 
leathers are somewhat depressing. This in turn 
is expected to restimulate shoemaking.” 

The financial correspondent evidently figures 
out that the way to reestablish a business is to de- 
crease the price asked for the materials and in sell- 
ing below cost, profit can be made by increasing 
the volume. If enough dollar bills are sold at 99 
cents it is good business, is almost the same thing. 

We sent a man immediately into the market to 
see the situation as it really is. . If these price ad- 
vances are to be expected in Lynn, where the facts 
were gleaned, it stands pretty much to reason that 
they will be in force in every other market. 

Facts on leather prices proven by investigation, 
follow: 

Cut soles, suitable for popular price novelties, 
have been marked up from 8 to 5 cents a pair over 
last summer. Soles that sold at from 12 to 15 cents 
a pair, are now quoted at 15 and 20 cents. Some 


Heten M. Haney “has happened since before the war. 
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manufacturers have already had to pay 8 cents a 
pair more for soles. The advance is not as strong 
on fine soles for welts and turns, nor on soles for 
men’s' shoes. It is effective- chiefly on light soles 
that are used on popular priced McKays. 

Sole cutters say that there will be a further ad- 
vance next year, if the shoe business is good. They 
will start the year with no accumulations of cheap 
light soles. This is the first time that such a thing 
Sole cutters 
are predicting that the rise in prices of shoes will 
force manufacturers of popular novelties to ad- 
vance their prices. The alternative is to re-figure 
the shoe, which means taking something out of 
the upper. One instance of skinning a shoe re- 
cently reported is that of a maker of cheap shoes 
who is using insoles for outsoles. 

It is an old rule that when sole leather goes up, 
upper leather follows after. Kid skins are re- 
ported as advancing in India. So kid leather may 
advance in sympathy. 

We purposely picked a popular priced grade of 
materials because that is the national measuring 
stick, after all. We see nothing on the horizon 
that would bring about a decrease in the price of 
leathers for 1927, and we want to present that 
statement with the actual facts as given above 
straight from the market, not at quoted prices, 
but at actual buying prices. 

The big error is in giving the public the idea 
through poorly developed conclusions that the shoe 
industry “is stimulated by a decrease in the price 
of leather.” The shoe industry can only be stimu- 
lated by an increase of demand, and a few cents 
per pair one way or the other has absolutely noth- 
ing to do with public demand. 

The public can buy shoes from $2.95 to $22.50 
in selections of leather in keeping with each 
grade. The factor of factory costs is secondary 
to having the shoe in the right color, in the right 
materials, and in the right patterns. 

The public can get any amount of good shoes at 
$1 the pair, but they are not in the right color, 
in the right materials, or the right patterns. Shoe 
selection today is a matter of timeliness, price is 
subject to style and the public isn’t fooled by cheap 
shoes. 


How Much Can You Get? 


SHOE merchant recently said that he had 
abandoned all systems and regulations for 
pricing shoes at retail. “When we get in a new 
lot we all gather around and look them over. Then 
I ask the boys this question: ‘What can we get 
for this shoe?’ After all the salesmen have offered 
opinions we average them and price the shoes ac- 
cordingly. You see in this mad race of style we 
must make our profit quickly on the first few pairs: 
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or else we may stand a loss that will make us 
quite ill. It’s that tail end of the shipment t 
is uncertain. We may sell a dozen pairs out of a 
lot in a few days after they are opened. . Then the 
fickle ladies may suddenly decide that the shoe is 
a dud. So, we are holding the bag on several pairs 
unless we go after the dear girls pretty hard.” 

That means that a certain style might be priced 
at a much higher figure than its sister shoe, arriv- 
ing in the same shipment, costing at the factory 
exactly the same amount. To this keen merchant 
it is the looks and saleability that must be taken 
into account. 


Get the Money 


6 IVE ’em what they want.” Yes, even 

though it cripples them. Give them a shoe 
totally unsuited to their feet. Jam the shoes on 
any old way, get the money and throw them out of 
the front door. They won’t come back so what’s 
the use in worrying. That’s the way to make 
money in the shoe business according to the opin- 
ion of many shoe stores. Get their money. Beat 
the other fellow to it. Keep that old cash register 
jingling. Make volume sales. T’ell with per- 
manency. We are here to make money they say. 
But, to the man who is building on the sound and 
permanent foundation of good will and satisfied 
patrons it seems somewhat out of line. 


Modern Pirates 


ESSE JAMES had a horse. Captain Kidd had 
J a ship. But this bird has a shoe store. 

He offers snappy shoes to the women at two 
fixed retail prices. Say for example—$3.50 and 
$6.50. Sales peo- 
ple are instructed 
to sell the $3.50 
shoe at $6.50 if 
possible. They get 
a bonus for doing 
so. But if they 
fail to extract the 
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while, however, he quit his job and started out rob- 
bing filling stations and nurse girls. 


“No Time to Read” 


HE man who tells you he has no time to read 

business papers usually can tell you all the dope 
on spots, fights, football, races, etc. He is a walk- 
ing bureau of information on all the choice murder 
sensations and scandals. He pores over the pink 
sheets and is able to lead the barber shop talk on 
alt the latest in crime. Look at his store and you 
have the answer. Just one or two jumps ahead of 
the collection agency. 


Keep Your Ears Open. 


T is more important to know what people are 

saying about you than to you. If a shoe man 
stationed a “listener” in front of his store he might 
get a lot of information that would be helpful to 
him. Recently one of the RECORDER men was stand- 
ing in front of a high class shoe store looking at 
the window display. Two men, strangers evi- 
dently, came along and stopped to look. One said 
to the other: “This must be a cheap store. See 
those shoes for men priced at six dollars. I had 
always heard that this was one of the best and 
highest priced stores in this town.” 


Personality Wins 


HE man at the front door is the personality 
of the store just as the voice over the tele- 


phone is the voice 
Bagi 


of the store. That 
'y 
aM 


man stationed at 
the front of the 
SY “ 


store should be 
carefully selected 
and trained to 


greet people in the 
right manner. The 
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Ready for First Shot at Spring 


St. Louis Pageant of Footwear Fashions and South- 
western Retailers Association to Set New Record 


awaiting the arrival of thou- 

sands of retail shoe merchants 
of America who will come to St. 
Louis to attend the St. Louis Pag- 
eant of Footwear Fashions and 
participate in the educational meet- 
ings of the Southwestern Shoe Re- 
tailers’ Association, 


Biewaiting the is in readiness 


lected and the city’s most attractive 
girls will display the footwear of St. 
Louis’ best shoe manufacturers. 
Youth abounds in the array of grace 
and beauty. Lithesome, vivacious, 
these charging young girls will pre- 
sent a dazzling picture of loveliness 
that will linger pleasantly in the 





_to be held Nov. 29, 30, 
and Dec. 1. 

Frank A. Mahler, 
secretary of the 
manufacturers’ asso- 
ciation, who is mak- 
ing hotel reservations 
for visiting mer- 
chants, reports that 
already he has re- 
served space in the 
St. Louis hotels for 
some 1500 merchants. 

In addition to this, 
thousands of other 
merchants will be in 
St. Louis during the 
pageant and conven- 
tion and it is pre- 
dicted by those in 
charge of arrange- 
ments that at least 
4000 merchants will 
be present. 


Officers 


VISIT to a num- 
ber of factories 
reveals the fact that 
the new lines are 
ready and will make 
their spring debut 
during the St. Louis 
pageant. Perhaps at 
no time in the past 
have the style crea- 
tors of this market 
made the effort to 
present the very 
newest fashions in 
footwear as they have 
for this show. Realizing the impor- 
tance of spring footwear of an au- 
thentic style trend and the part it 
will play in the business of the shoe 
merchant, the designers have fash- 
ioned shoes that will be accepted by 
the consumer because of their style 
smartness. 
The mannequins have all been se- 





Harry G. Johansen 
President 


D. W. Martin 
Second Vice-President 


of the St. Louis Shoe Manufacturers 


and Wholesalers Ass’n 


| 
| 


mind of every visiting merchant. 

The entertainment is of the 
choicest variety. The best that the 
Orpheum circuit can offer has been 
selected. The show will have all the 
flavor of the peppiest revues and the 
program which is completed fails to 
reveal a dull moment. 

Gov. Sam A. Baker of Missouri 


H. C. Stribling 
First Vice-President 


F. A. Mahler 


Secretary-Treasurer » 


will welcome the visiting merchants 
on Monday noon. Missouri, one of 
the largest shoe States in the coun- 
try, will have its chief executive 
extoll the benefits its citizens derive 
from having so great an industry 
within its boundaries. - 

One of the most interesting of all 
the program features 
to retail shoe mer- 
chants will be the 
appearance on the 
runway of the city’s 
foremost shoe manu- 
facturers. Everyone 
likes to look at the 
heads of the great 
shoes businesses of 
America, and _  §&t. 
Louis will afford the 
vising merchants this 
opportunity by plac- 
ing on the runway at 
each performance one 
of the leading men in 
the industry. Harry 
Johansen, president 
of the manufacturers’ 
association, will intro- 
duce these gentlemen: 

Frank C. Rand, 
president of the In- 
ternational Shoe Co.; 
Maurice Wright, vice- 
president and treas- 
urer of Hamilton- 
Brown Shoe (Co.; 
Howard V. Stephens, 
president of Johnson, 
Stephens & Shinkle 
Shoe Co.; John A. 
Bush, president of 
Brown Shoe Co.; and 
J. T. Pedigo, presi- 
dent Pe dig o-Weber 
Shoe Co. 


I ! 
‘nrc 


NOTHER feature’ 

which has re- 
cently been added to the events 
at the pageant will be the antique 
footwear exhibit of the United Shoe 
Machinery Co., which will be brought 
here intact from Boston. It will be 
located on the south end of the ball- 
room on the sixteenth floor the 
Hotel Statler. This is the most in- 
teresting exhibit of footwear ever — 
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W. E. Baird N. McDonald A. G. White 


Booth and Display Finance and 
a eer Committee Publicity Committee 





its L. A. Laphan 


Trafic Committee 













assembled and presents an oppor- 
tunity for shoe merchants to view 
the footwear of celebrities in his- 
tory and the arts. 

Nearly 300 new spring lines of 
footwear will be on view in the vari- 
ous hotels of the city. Each line 
will present for the first time the 
spring fashions of shoedom. This 
new era of merchandising has been 
accepted by the large retail shoe 
merchants everywhere and the hotel 
reservations indicate that it is an 
, idea in which many of the smaller 
J. T. Pedigo merchants are showing a marked in- 
eee terest and will adopt this policy in 

the future. 














A. J. Spring 


Finance Committee 













N Monday night the manufac- 
turers will be host to the visit- 
ing merchants at the Missouri Ath- 
letic Club, where a buffet supper and 
entertainment will be given. This 
affair will follow the night perform- 
ance on Monday and will start about 
11 o’clock. The best acts from the 
St. Louis theaters will furnish the 
amusement. It is expected that at 
least 1000 persons will be present. 
“We are ready,” said Harry G. 
Johansen, president of the St. Louis 
Shoe Manufacturers and Whole- 
salers’ Association, “to present to 
the retail shoe merchants of the 
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z C. L. Drake United States the best style pageant Beverly Jones 
Convention ever offered. Every effort has been Membership 
Committee made to show footwear that will be Commistes 


authentic and of the latest fashion. 


_E.C. Hyde - A.B; Perver 
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If Feet Were Elevated to the Level 
of the Eye--What Luck! 


What Is It Seeking?—What Brings It Down Town? How Can 
a Merchant Get It Into the Store and Sell It Profitably? 
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(This series was inspired by the chance 
question of a man who, observing the 
crowds along the main street of a 
great city, asked: “What-are all these 
people doing down here?” That start- 
ed a train of thought leading to a care- 
ful study and analysis of the “Crowd 
on the Sidewalks.”) 


sidewalks, aimlessly rambling 


TT sisewat of people on the 
along the main, street of a me- 


tropolis. Sidewalks packed with a 
throng that moved at a slow pace, 
milling at corners, massing at cross- 
ings, jostling one another, shoving, 
pushing, making themselves nui- 
sances to those who had a destina- 
tion and a limited time to reach it. 
A busy man who was hurrying to 
reach the bank before closing time, 
asked of the air above his head: 

“What are all these people doing 
down here, anyhow?” 

Nobody answered because nobody 
knew the answer. The Observer 
took up the thought and pursued it 
for days. He asked many people the 
same question, with an interesting 
lot of replies. Here are a few of 
them. 

The traffic officer at the corner, an 
unusually pleasant policeman not- 
withstanding his harassing duties, 
said: “They don’t know themselves. 
They seem to have come down here 
to make my life miserable.” A 
salesman in 2 shoe store said: “They 
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come down here in the hope of see- 
ing some wonderful thing offered at 
some amazing price.” A big mer- 
chant in a great department store 
said: “We bring them down here 
with our advertising.” The peppy 
little girl at the candy counter of a 
hotel said: “They come downtown be- 
cause they are lonely at home, poor 
dears.” And so on and on the range 
of opinions was as wide as the seas. 
The Observer decided to pick out a 
few typical sidewalk ramblers and 
follow them for a while to see if 
the answer might be found through 
observation. 


HE first rambler selected to be 

followed was a sedate old lady of 
about sixty years who looked as if 
she might be really shopping. She 
was going at a gait of about one mile 
an hour, gazing into windows, sizing 
up merchandise, lingering before 
brilliant displays, pausing to read a 
price tag, occasionally turning to 
look back at some other woman 
whose dress or hat caught her eye. 
Block after block she walked, eventu- 
ally covering almost a mile of dis- 
tance. Not one store did she enter. 
At last she entered a moving picture 
palace and was lost to view. The 
Observer felt that he had been on 
the wrong trail and turned his at- 
tention to a hurried, nervous, flut- 
tery female who was darting 
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through the crowds like a barn 
swaliow through tree tops. 

This woman entered seven stores. 
The Observer was hard put to keep 
up with her, so rapid was her flight 
and so sudden her change of direc- 
tion. First she hurried into a store 
that had a great sale on. She rushed 
to a bargain counter where some 
cheap-looking handkerchiefs were 
being pawed over by a mob of other 
women. Ah! She was shopping for 
handkerchiefs. It was quite evident 
from her actions. But no, she gave 
only a fleeting glance and made one 
little dak at the goods and was gone 
like a shot. Down the aisle, looking 
wildly from right to left. -She made 
no purchases, asked no questions of 
the salespeople. Finally she made a 
sudden swerve from the walk and 
started across the street, only to be 
halted and herded back to safety by 
the gentle traffic cop. 

No use dogging her footsteps. 
She had nothing définitely in mind. 


HE next was a matronly appear- 

ing person, walking briskly with 
every evidence of being on business 
bent. This lady knocked the loiterers 
right and left. She waded through 
them ruthlessly. She rushed into a 
drug store and purchased a tooth 
brush. Then out she went, swung 
onto a street car and was gone. At — 
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least one of the mighty throng with 
a definite objective. 

One more shopper was trailed into 
and out of no less than five shoe 
stores. She was a person who 
seemed interested in finding some 
certain merchandise, as she was seen 
to ask the door man at each store a 
hurried question. In each instance 
she was gone almost immediately af- 
ter asking the question. In but one 
store did she take a seat. In that 
store the observer asked the door 





NE of the most important 
O style developments spx nsored 

by the important and charm- 
ing people who make the mode is 
the continued interest in matching 
accessories and costume details. 
With simple lines the feature of so 
many frocks and coats, women have 
sought to express their individuality 
by smart untsual touches in hats, 
shoes, handbags and belts. That the 
details of these accessories must be 
in perfect harmony is attested by 
the fact that so many are buying 
from the custom boot makers extra 
amounts of leather used in their 
shoes for the trimming of hats, bags 
or belts. 


RHAPS the most important ma- 
terial now being used for acces- 
sories is unborn calf. One sees it 
used for coats, boutonnieres, and for 
many other highly decorative effects. 
Last week several of the avenue 
stores featured this material in large 
window displays, and each day an in- 
creasing number of women appear 
with calf used in some part of their 
costume. The chic Parisienne has 
chosen calfskin jumpers for wear 
with sports suits, and it is freely 
predicted that calf-trimmed coats 
will be the very “points de style” for 
early spring. 

This great penchant for calfskin 
has led some of the custom shoe- 
makers to repeat this idea in shoes, 
and the models shown have created 
considerable interest. From a style 
standpoint, the idea is absolutely 
correct, and several beautiful shoe 
effects have appeared at certain 
occasions of distinction where the 
smartest costumes are de sigeur. 

The RECORDER experts have made 
a careful study of the situation as 


BOOT AND SHOE RECORDER 


man what the lady was seeking. He 
said she was looking for a pair of 
shoes for herself at about $1.90. But 
she did not find them, evidently, as 
her pursuit was taken up again and 
followed for some time. No pur- 
chases, but much valuable time con- 
sumed. 


ESPAIRING of ascertaining 

anything of interest through 
pursuit, the observer turned his at- 
tention to the crowds en masse. 


Keep Your Hair On Little Calf. 
You'll Be Styleful Bye-and-Bye 


far as the use of calfskin in shoes 
is concerned, and feel that the suc- 
cess of this vogue will depend upon 
its careful and too profuse use in 
shoé models. We doubt that it can 
be used for all-over effects or even 
for quarters, but for inserts, inlays, 
or dainty panel effects, it will lend 
to the shoe a harmonizing distinction 
which make it the epitome of chic. 

At recent showings great empha- 
sis has been laid upon tan and brown 
closely sheared calfskin, and in many 
instances it is used with blending 
shades of russia calf. The combina- 
tion of three materials in three 
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What were they looking for, or at? 
Most of them seemed utterly unin- 
terested in window displays. They 
simply walked along, heads down, 
eyes dull, and without signs of life 
or interest. Those next to the win- 
dows gave an occasional glance. If 
one happened to stop and look, im- 
mediately others stopped. Soon a 
mass of people would group about 
the window. ‘Then, one by one, they 
would break away and continue their 
aimless ramble. 
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blending tan shades are used in two 
outstanding models, and the shades 
are so closely graded that they blend 
harmoniously into one central color 
scheme. A tie effect of russia calf 
with a circular front plug of tan 
ooze, and side panels of tan baby 
calf, presents a three-tone combina- 
tion simple in lines but strikingly 
effective by its beautiful color 
scheme. 

The combination of black and 
brown has been very popular in 
handbags, and one model which cre- 
ated a favorable impression is a 
russia calf pump effect with patent 
colt bands forming panels emulating 
from the back seam and vamp line. 
The material for the panels is tan 
Need calf with soft, closely-sheared ° 

air. 















ANY of the custom shoemakers 

are working up models for 

their clientéle, of baby calf dyed in 
many shades, and in some models are 
using generous inserts of brown and 
white spotted calf. An imported 
model is offered with an entire quar- 












demand will be for more blending 
In addition to 
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He Doesn’t Believe in Sales 


6é¢9 AM not much of a believer in 

the standardized sales or the 
idea of having stated times for hold- 
ing sales, such as end of the month, 
season or year, early bird, etc. Cus- 
tomers will simply outguess you and 
wait for your sale. Instead of hav- 
ing a sale to clean out merchandise, 
I believe that a sale held twice a year 
for the purpose of educating cus- 
tomers to wear a better grade of 
shoe than those to which they are 
accustomed will benefit the industry 
in the long run.” 

These words of wisdom from C. 
H. Reed of Abilene, Tex. 

Speaking in a similar vein, one of 
the big men in the retail shoe in- 
dustry, Seaton Alexander, said: 

“Clearance sales are harmful be- 
cause they are evidence of overbuy- 
ing. If you do not know you are 
overbuying you do not know your 
business. No manufacturer nor his 
salesman wants you to overbuy. We 
have not had a sale in our store for 
four years, because if a shoe has not 
moved within three weaks after 
coming in we mark it down and add 
a P.M. Even on shoes reaching the 
short line stage, which are never 
over six months old, we cut the price, 
but they still carry a small profit 
over the cost.” 

* * * 


Specialized Displays 
ve HEN you have a new shoe 
that will attract attention, 


put a windowful of them in. Spe- 
cializing on one thing at a time will 
attract more attention and your sales 
will grow faster than trying to show 
up a pair of every style you carry.” 
W. C. Goodwin, who hails from 
Fitchburg, Mass., says this is true. 


Four in a Bunch from Seattle 





HE Walk-Over store built a 

couple of wings on their show 
case for the purpose of keeping 
findings up front. The shelves are 
on the inside, while the outside is a 
mirror. What is more natural, when 
the customer is admiring her new 
shoes in front of this mirror, than 
to have the salesman slip around 
and show her the proper dressing 
for that shoe? 

“The reason so many hosiery de- 
partments are dead is because the 
store does not give fast enough 
styles or good enough values. To 
put the proposition over big, plenty 
of patterns must be carried, and the 
merchant must realize that long 
profits make short sales. Every 
month this year we have doubled the 
hosiery sales over a year ago by 
simply having new shades.” This 
came from C, A. Shuart. 

As an extra measure, Mr. Shuart 
shot this thought: “The family shoe 
store is altogether a different propo- 
sition from the specialty shop. One 
is turn-over and one is left-over. 
Trade is held by feeding the trade 
new things, which calls for a closer 
application in merchandising.” 

The Phillips store has some attrac- 
tive price cards. The window man 
cuts some good looking colored pic- 
tures from the RECORDER. These 
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are pasted on 5x15 cards and a lit- 
tle air brush work makes them stand 
right out. 

“There would be no woolworth 
Building in New York if everything 
in their stores was kept hidden in 
boxes. While this is a high grade 
store, we have increased our polish 
sales from a dozen to a gross a week 
by proper displays at a time when 
many fancy shoes are being worn.” 
This came from A. M. Wesson of 
Hill’s. 


* * * 


Selling Men’s Shoes to Women 


“PICHE best way of building up 

Christmas business in an ex- 
clusive men’s shoe store is through 
the women,” said J. C. Houston, 
manager of the Florsheim store in 
Houston, Tex. “We send letters and 
telephone to those women whose hus- 
bands are Florsheim customers, sug- 
gesting gifts of shoes or slippers. 
Our card file gives us the size and 
style of shoe the men wear. It also 
tells us if he has a wife in good 
standing. It is quite necessary that 


‘this information relative to his hav- 


ing a wife be accurate and up to 
date, for we might lose a good cus- 
tomer if we addressed a letter to a 
wife who did not exist. Ordinarily 
women will not shop or think of 
regular men’s stores in their annual 
buying spasm, but we have been 
able, in a nice, effective way, to re- 
mind them of our store.” 


* * 


Concentration to the Limit 


FTER meeting a man like 
Thomas A. Horiwitz of Roches- 

ter, N. Y., one feels that the retail 
shoe business has some possibilities 
after all, for he said: “We feature 
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the products of one nationally known 
shoe manufacturer as well as the 
products of one particular knitting 
mill. We find that our advertising, 
coupled with that of the manufac- 
turer, has practically quadrupled our 
business since 1924.” 


* * * 


Don’t Hesitate te Use Santa 
Claus 


NUMBER 

of stores have 
used the live Santa 
Claus method of 
advertising their 
stores during the 
holiday season 
very successfully. 
For several years 
P. J. Stewart of 
Wollaston, Mass., 
has found that it 
pays to hire a man, 
dress him up in a 
Santa Claus cos- 
tume and have him 
around the store and streets. Just 
a small sign about 5x 10 giving the 
store name is fastened to the pack. 
Last year the principal of one of the 
nearby schools borrowed Santa for 
the school exercises. 

The best stunt that Stewart pulls 
off is the giving away of some prize, 
like a sled or big doll, as a present 
to some selected customer. The 
presentation is made about 10 p. m. 
Christmas Eve, when Santa calls at 
the child’s house. Then the business 
of stamping on the door steps, vio- 
lent ringing of the bell and the ask- 
ing in a loud voice “if Bessie Smith 
lives here,” and “Has she been a 
good girl?” All of which being an- 
swered in the affirmative, the big, 
deep voice of Santa booms out, “I 
have a present for her.” 

The next day even, if some wise 
scoffers may say there is no Santa 
Claus, there is one little girl who 
knows that there really is a real live 
one. As a result of these stunts, 
Stewart’s store is known the year 
round by most of the kids as “Santa 
Claus’ Store.” 
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TEXAS store had a number of 

good old shelf warmers that had 
ceased to be regarded even as 98c. 
bait. 
packages with the size and width 
plainly marked on the outside of 
the wrapping paper. Anyone who 
bought a pair of shoes could have 
his choice of any of the wrapped 
parcels, not knowing what was in- 
side. Of course, the no-exchange 
rule prevailed. 


* 





They were tied up in plain © 


That “House-to-Houser”’ 


” ITHOUT question the house 

to house canvassers do hurt 
business, yet “with the right goods 
fairly priced and intelligently pre- 
sented to the public, we feel that the 
local merchant is abundantly able to 
cope, with this situation,” says the 
Ww, E. Jett Merc. of Blackwell, Okla. 


* * * 


Making It Easier to Sell Children 


HE children’s department of the 

Granite Shoe Store in Quincy, 
Mass.,; is located in the front of the 
store, The reason that E. A. Burke, 
Jr., gives for departing from the 
hidebound idea that children’s shoes 
should be kept in the rear is that the 
average youngster objects to being 
shunted to the rear. Then it is 
always easier to wait on them up 
front when they crowd in on Satur- 
days. 


Please Park in My Shoes 


OME good friend 

sent in a clip- 
ping of an ad, which 
I lost. It was so 
good that I remem- 
ber most of it, how- 
ever. Here it is: 
The Law Regarding 
Standing and Park- 


PARK 
INDEFINITEL} 


BLANK 
SHOES 





ing 
Chapter 269, Sec- 
I tion 7: 

. ~ “Whoever stands 
for a number of 
hours a day violates 

the law of health and comfort unless 
properly shod. People on their feet 
for long hours appreciate So-and- 
So’s shoes, which are sold at Such-a- 
number Street.” 

Except for the heading, the en- 
tire body of the advertisement was 
in the same sized type, including the 
store name and address. Of course, 
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tomer they will not buy anywhere 
else. Other merchants can buy as 
good styles, can give as good values, 
but if we can give better service we 
can make more money. Treat cus- 
tomers so extremely well that they 
will be dissatisfied anywhere else.” 
And what a business that store does! 
It just goes to show how the old- 
fashioned methods of good values 
and real service will build up a last- 
ing, substantial business. 

A few doors down the street is 
the high grade store of Baxter & 
Baxter, with Ben Baxter at the 
head. It was in his capacity as 
president of the Seattle Retail Shoe- 
men’s Association that Mr. Baxter 
told what had been accomplished 
here through the merchants cooper- 
ating closely. Ten years ago it was 
a cut price game, with all the shoe 
men sour on each other. Knocking 
was the principal indoor sport. 

Then the salesmen formed a 
clerk’s union, which was arbitrarily 
strong. . This forced the merchants 
to band together. The good things 
resulting from this association were 
good fellowship among the mer- 
chants, uniform sales periods, 
cleaner advertising, no taking clerks 
from competitors, uniform — store 
hours, uniform rubber and felt 
prices, All of which helped to 
eliminate misunderstandings and to 
make for better profits and happier 
living. 

To the man who says “That can’t. 
be done in my town. Soandso and 
Whosit would never come in,” I have 
this to say: Look the country over, 
and the best business towns are the 
ones that have the elosest coopera- 
tion among the supposed competi- 
tors. 


Using the Blink Light) . i 


way of at- 



























































50. 
[CONTINUED FROM PAGE 41] 
high standard. Almost any 
Tom, Dick or Harry may open 
a shoe store by agreement to 
handle exclusively the shoes 
of one of these manufac- 
turers. About the only re- 
quirement seems to be a 
small store with some shelves, 
a small capital, sometimes ex- 
ceedingly limited, and plenty 
of nerve. This phase of re- 
tailing is one of the greatest 
menaces to public welfare. 
Ignorant, unskilled, untaught 
persons who have no knowl- 
edge of the art of fitting 
shoes are getting into busi- 
ness through the liberality of 
certain factories. 


HE “concession” or “leased 

department” is next in im- 
portance. Again, the manufac- 
turer enters through his 
methods of extending credit 
or shipping on consignment. 
Oftentimes the jobber is the 
one who supplies shoes to the 
small concession or depart- 
ment. Most of these so- 
called shoe departments are 
identical in their personnel 
with the so-called shoe store. A man 
without standing, capital, knowledge 
of the shoe business, or other quali- 
fication, leases some space in a small 
dry goods store or other place that 
does not regularly handle shoes. He 
obtains a stock of shoes from some 
manufacturer or jobber and begins 


What’s 
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The old catch phrase “From factory to you 
seems to interest a lot of people. 


tion is, how many times will a housewife 
repeat her purchase from the front door seller. 


Often his shoe depart- 
He 


business. 
ment is leeated in a basement. 
handles the cheapest of shoes. 


IS methods are hurtful to le- 

gitimate business and injurious 
to the feet of the public. Surely this 
class of store cannot long survive. 


The ques- 
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House-to-house peddlers of 
shoes seem to grow along 
with the hosiery concerns 
that sell at the front door. 
Certain factories get volume 
by supplying these peddlers 
with their goods. There are 
factories that have their own 
organizations for peddling. 
Just how much this class is 
cutting into legitimate retail- 
ing is unknown. It is certain 
that they have a considerable 
following. The old catch 
phrase, “From factory to 
you,” seems to interest a lot 
of people. The question is, 
how many times will a house- 
wife repeat her purchase 
from the front-door seller. 


T is the mail order concern 

that reaps the greatest har- 
vest at the expense of the 
legitimate shoe dealer. Sales 
by mail run into many mil- 
lions of dollars yearly. Farm- 
ers are the greatest mainstay 
of the mail order concern. 
But the automobile is bring- 
ing the farmer to town and 
showing him the better way 
of purchasing shoes. Still 
there is an important clientele. that 
clings to its favorite mail order 
house. 

In a future article we shall en- 
deavor to suggest ways and means 
for the owner of a shoe store who 
wants to be among “those present” 
a few years from now. 


” 


This About Poisoned Feet? 


An Open Letter on Polish Problem 


FEEL that recently-published ar- 

ticles relative to alleged cases of 
poisoning by the improper use of 
shoe dyes calls for some comment 
from me as president of the na- 
tional organization of the shoe 
polish industry. 

In the first place, I would like to 
call attention to the fact that black 
leather dye has been manufactured 
for all of forty years by such firms 
as Whittemore Bros. without any 
change in the formula or the ma- 
terials used; and during all this 
time the men and women who have 
handled the raw materials for us, 
mixed it and bottled it, have not in 
a single instance been made ill, nor 
has it had the least injurious effect 
upon them. If leather dyes as pre- 
pared for shoe repairer and home 


By Louis M. Hannum 


President, Shoe Polish Manufacturers 
Association of America 


use were as deadly poisonous as arti- 
cles recently appearing would indi- 
cate, why should not someone work- 
ing upon them in our factory in all 
these years have been affected? 


P to a few years ago cases of 

poisoning were unknown, and I 
believe the reason is because it has 
only been within a few years that 
shoe repairers, as well as bootblacks, 
have made the mistake of dyeing 
shoes on the wearer’s feet and, the 
dye when wet being of a penetrating 
nature, blackens the skin; and that 
in cases of apparent poisoning there 
was an abrasion of the skin, or the 


pores open from perspiration, and 
that particular person happened to 
be subject to that kind of poisoning. 
Just why some people will wear 
freshly dyed shoes, still wet and 
smelling very strongly of the dye, 
when they wouldn’t for a minute 
think of wearing a pair of stockings 
that were still wet with dye, or @ 
waist or a felt hat, I can’t under- 
stand. All who understand aniline 
oil will tell you that it rapidly evap- 
orates when exposed to the air, and 
that within twenty-four hours it has 
entirely evaporated; and in order to 
protect the unthinking user, our own 
company, as well as many other con- 
cerns, send out with each package a 
warning to the user not to wear 
freshly dyed shoes for twe:d or three 


days. 
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In Our Studio 
QUEEN STYLE 


HOLDS COURT 
or 







OWING to every whim of Style, we 

have created, through our compre- 
hensive designing staff, an exquisite array 
of Spring shoes. The blending and con- 
trasting of vari-colored leathers; the smart 
strap, dashingly placed, now here, now 
there; the. chic cut-out effects; swagger 
oxfords and dainty step-ins, all gloriously 
interpret Style’s every gesture for the 
coming colorful season. 












It is to this Court of Style that we invite 
you. And if you cannot come, we have 
sent envoys to you in the persons of our 
salesmen who bring you the same models 
that grace our New York Style Studio. 









E. P. REED & CO. 
ROCHESTER 


| 
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| | New York Style Studio: 
— 






MARBRIDGE BUILDING (BROADWAY at 34th ST.) 


Chicago Office : 1316 Republic Building 
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No. 596 
(/llustrated) 
Brown imported Scotch 
grain, Winston last. 

B 6/11, C and D 5/11 
$6.25 


No. 595 
Same style in black 
B 6/11, C and D 5/11 
$6.25 


g. 


IN STOCK 
DEPARTMENT 


Make the Packard STOCK Department your stock room. When you need Packard 
Shoes to fill an order or to fill in your stock, just write, phone or telegraph. The shoes 


will be sent to you the day your order is received. 


There is no extra charge for shoes ordered from STOCK. They are billed the same as” 


shoes made to order. 


M. A. PACKARD CO., BROCKTON, MASSACHUSETTS 


Ww 
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THE “ROXA” 
Patent Leather Drew Process 
‘ing concealed by 
Silver Ornament. Last 257 17/8. 
Wood > a $5.25. 


Sener our weeks 
The Irving Drew Co., Portemouth, Ohio. 
Leather wht from Ohio Leather Co. 















Shoe Merchants News 


in the Boot and Shoe Recorder 
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Red Hot Smoker and Meeting ‘Atlanta Shoe Dealers 
Report Better Trade 


Held by Philadelphia Retailers 





Welcome Home for Tony 
Geuting; Mensch Stresses 
Need of Organization 


PHILADELPHIA—One of the best meet- 
ings of the year of the Philadelphia 
Shoe Retailers Association was the 
November gathering held at Kugler’s 
restaurant, 30 South Fifteenth Street, 
it taking the form of a smoker. Al- 
most sixty members were present, 
thanks to the initiative of President Al- 
bert Forster, who rounded them up at 
the last moment. 

Cooperation and organization were 
the themes, the meeting taking the 
form of a welcome home to A. H. 
Geuting, who told interestingly of his 
recent European trip. He spoke briefly 
on the shoe situation in England, point- 
ing out their indifference to widths and 
ay, the poor fitting obtaining 
over there. Most of his talk was on the 
benefits of a strong retailers’ organiza- 
tion, pointing out that the individual 
retailer obtained little consideration but 
that a strdng body of retailers was 
certain to have attention paid to its 
wishes. 

“Cal” Mensch, managing director of 
the Pennsylvania Retailers Association, 
a surprise speaker, also stressed bene- 
fits of organization and of association 
work, pointing out benefits to individual 
retailers, instancing how the associa- 
tion will solve his problems on costs, 
estimates and shows him how to keep 
tabs on his business. He illustrated 
by the case of a Virginia retailer sued 
on a high heel injury case and who is 
backed by the association, thus insur- 
ing justice. He spoke at length on the 
coming regional convention in Wash- 
ington, Jan. 23, 24 and 26, and urged 
full attendance. 

Charles Garman pe of the 
Pennsylvania associa on, also stressed 
organization and urged all to pull for 
greater membership. Another speaker 
was Frank I. Reisner, who likewise 
praised organization work. 

The annual election will take place 
at the January meeting. President 
Foster is anxious to drop reins, but it is 
doubtful if the members will let him. 





Van Degrift Store Closes 


Los ANGELES.—The closing out of 
Van Degrift’s store on Hill Street 
marks the passing of the third store on 
that street within a year. Building op- 
erations forces Van Degrift to close, a 
new building at his present location be- 

i soon. Other stores passing 


nni 
, or ill Street were the “Cavalier 
Boot Shop for Men” and Rounsaville’s 





Capitalized on O. S. U.- 


Michigan Grid Contest 


CoLuMBus, OHIO (UTPS)—Effec- 
tive capitalization of the intense in- 
terest in the annual football classic of 
the Middle West, the Ohio State-Michi- 
gan game played before 90,000 spec- 
tators, was made in one of the windows 
of the Dunlap Shoe Co. Before a 
painted back representing a filled 
stadium was a miniature gridiron on 
which were set 22 men’s oxfords. The 
eleven black ones to represent Michi- 
gan, and the eleven tan each support- 
ing a diminutive figure of one of the 
regular Ohio State players. Of the 
numerous windows throughout the city 
trimmed specially for the game, this 
display attracted the greatest crowds 
and the most comment. 





Proper to Invade High 
Grade Cleveland Site 


CLEVELAND—I. J. Proper, one of the 
best known shoe dealers in Cleveland, 
who has prospered immensely during 
his 11 years business career, is about 
to invade the theatrical and shopping 
district on Euclid Avenue and Thir- 
teenth Street. 

He has taken a lease on a large room 
at 1300 Euclid Avenue and will take 
possession about March 1. He will 
carry a complete line of women’s shoes, 
priced at $6.50, $7.50 and $8.50. 

The new store will be one of the 
most handsome in the city and in keep- 
ing with other attractive establish- 
ments in that district. Proper now 
operates stores at Euclid and East 
105th Street; Prospect Avenue and 
East Fourth Street; the Old Arcade 
and The Euclid Arcade. 


New Store for Knoxville 


KNOXVILLE, TENN.—A new retail 
store, handling shoes, dry goods and 
clothing, recently was opened in Knox- 
ville at 1501 Washington Avenue un- 
der the name of the F. C. Myers Store. 
F. C. Myers, head of the company, 
which is a new one recently organized, 
was formerly conn for several 
years with the National Cash Register 
Co. in the Southeastern territory. 








New Men’s Shop in ’Frisco 


SAN FraNcisco—A new and attrac- 
tive men’s shoe shop has been opened 
here by Booker & Peteman, at 352 Post 
Street. This store will feature Boyden 


Tie Effects, Straps and Pumps in 
Vogue; Brown Tones Good 


ATLANTA.—Colder weather has cre- 
ated a demand for the early winter 
lines, and with most Atlanta dealers 
business is very good, fully equal to 
the corresponding period last year. 

Traveling salesmen in this territory, 
however, state retailers are not enjoy- 
ing so good a business elsewhere in the 
Southeast except in the larger cities 
like Birmingham, Savannah, New Or- 
leans, etc., because of the fact that the 
low cotton prices are having an adverse 
agg on sales in the smaller communi- 

ies. 

_ Tie effects are very good in this sec- 

tion right now, and straps and pumps 
are also selling well, with a very good 
demand reported for slippers with 
buckles. The fancier footwear has the 
preference. In colors, browns and tans 
are going very good, and there is also 
a fair call reported for combinations of 
brown and tan. A few brown and black 
suedes are also selling, and there is still 
a slight demand for black satins, but 
nothing to brag about. About the same 
styles and colors prevail generally 
throughout this territory, salesmen 
state. 
_ Heavy grain leather is still the best 
in men’s footwear, with tan the leading 
color, but a better than normal demand 
also reported this year for blacks. 
Lows are way ahead of the field, sell- 
ing about 90 per cent to 10 per cent for 
highs. Business is about normal in 
men’s departments. 


Caspari Leads New 


Business Men’s Ass’n 


MILWAUKEE—A. B. Caspari of 
Caspari and Virmond Shoe Co., is one 
of e leaders in the movement for the 
organization of the Wisconsin Street 
Business Men’s Bureau, and work is 
underway to formulate plans for the 
further development of the business 
district of Milwaukee and for action to 
be taken in connection with various 
civic movements. 








Michaelson Reopens Store — 


DENVER.—Max Michaelson, who re- 
cently acquired sole ownership of Mi- 
chaelson’s, at 1510-14 Larimer S 

this city, after it having been 

for several weeks, has reopened the~ 
store. Enlarging and remode — of 
stock and store were done ore 
opening. Mr. Michaelson will again 
in active charge of the firm’s sales 
partment. Practically all of the 


reviously bo 
retained, 
of footwear for men and boys, it was 








shop for women. 


shoes, exclusively. 
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Embraced “*Rose Marie”’ 
Publicity Opportunity 


Texas Shoe Store Cashes in on 
Similarity in Names 


Dattas (UTPS)—The Rose Marie 
Slipper Shop of Dallas did a little 
“press agent” stunt when “Rose 
Marie,” Oscar Hammerstein’s musical 
play stopped for a week at the muni- 
cipal opera house. 

About the time the musical company 
hit the city for the week engagement 
mail began to arrive to the company 
and the individual members. This 
mail was addressed to the “Rose Marie 
Company,” or to individuals “care of 
Rose Marie’s Company,” .and the post- 
men delivered a good deal of it to the 
Rose Marie Slipper Shop. The man- 
ager of the store told his story to the 
newspapers and they printed it. Many 
of the musical show fans got the idea 
the Rose Marie Slipper Shop carried 
the kind of shoes the female members 
of the cast wore—and in that they 
were right. The result was the com- 
pany experienced an increase in busi- 
ness while the show was ‘in the city. 

While the show was here the Rose 
Marie Slipper Shop maintained a 
“Rose Marie” window display at its 
store. This display was a colorful and 
unique “totem pole” costumes worn by 
the dancers in that particular number 
on the program. One of the figures 
was wearing slippers offered by the 
store and other fetching styles were in 
the background. The manager of the 
shop had the leading member of the 
chorus visit his store afternoons and 
notified the public of the coming visit 
through newspaper advertising. That 
brought out the crowds and resulted 
in selling more shoes. 





Pollock Rebuilds Store 


GREENVILLE, S. C. (UTPS)—L. H. 
Pollock, doing business as Pollock’s, 
incoroporated, has recently rebuilt his 
store here. It is now one of the 
handsomest retail shoe establishments 
in the South. A $7.50-up line is being 
handled. 
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Regal Man Optimistic 


CINCINNATI—R,. T. Sargent of New 
York City, store manager and assist- 
ant sales manager of the Regal Shoe 
Stores, spent one day at the local store. 
After a tour of many cities and in- 
spection of sales from the many Regal 
stores, he finds October of this year 
the only month where sales showed a 
decrease. However, sales already tabu- 
lated for November and estimated will 
more than offset the shrinkage shown 
in the previous month. He expects to 
find this year’s business to show a good 
increase over that of last year. 





San Francisco Gets 
California Convention 


San FrRancisco—The next conven- 
tion of the California Shoe Retailer’s 
Association will be held in San Fran- 
cisco, probably in the early part of 
June. The directors have held meetings 
at Los Angeles and San Francisco and 
tentative arrangements have been 
made. : : 

It is thought that a regional asso- 
ciation, taking in all shoe men of the 
Pacific Coast may be brought into be- 
ing at the next year’s m . 

The convention held at San Fran- 
cisco last June passed a resolution ex- 
tending the welcoming hand to al! other 
states of this section 





Pioneer Shoe Man Dead 


CoLumsus, OHIO (UTPS)—One of 
Columbus’s pioneer shoe merchants, 
Henry C. Werner, 73, died Sunday, 
Nov. 14, in Dresden, Germany. He 
had’ been in a German health resort 
since last June. Born in Zanesville, 
Mr. Werner entered the shoe business 
when he was 12 years old. In 1895 he 
established a wholesale shoe business 
in Spring Street, Columbus. He man- 
aged this establishment himself until 
1917 when he retired to accept the 
position of vice-president of the First 
National Bank. [I] health compelled 
him to resign from the bank last 
January. His bodv was returned to 
Columbus where it was interred. Mr. 
Werner has three brothers living, 
Frank Werner of New, York City. 
William Werner of Zanesville and Fred 
Werner of London, England. 


Selling Metal Brocades 


CincINNATI—The H. & S. Pogue Co. 
reports that their gold and _ silver 
trimmed brocaded slippers, and white 
satin gold trimmed, to be d to match 

are selling well. ces are from 
10 beth Open work oxfords with 


high heels in t, tan 
and y d triamed with alli- 
for wear. Very ornamental 
es: to be attached to pumps are 
selling well to the younger element. 


E. T. Bell in New Position 
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Georgia Merchants Put 
on Unique Style Show 


FiTzGERALD, Ga.—The manner in 
which Fitzgerald merchants “put over” 
a cooperative style show recently is 
unique. 

Most of the leading retailers of Fitz- 
gerald took an active part in the show, 
and under an arrangement with the 
Parent-Teacher Association they rented 
the opera house and charged admission, 
giving a varied entertainment program 
—7 with the style show. Living mod- 
els displayed everything from hats to 
footwear, the show running two days 
and the opera house being packed on 
each occasion. The merchants had in- 
dividually sent out announcements of 
the event to their customers for many 
miles around Fitzgerald, and from the 
crowds that came in one would have 
thought the county fair was in prog- 
ress. 
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Giving Her Style 
Gets the Money 


Offer her the style she wants, and she'll 
find the price to pay for it. For good style 
moves more pairs than mere price can ever 


hope to. 


Barbara 
Rose Blush Kid, with Offer her the “Barbara”—different enough 


Blending Novelty Trimming. to attract—stylish to lead. Squarish short 
Shell Grey Kid, with Grey vamp toes—octagon heels—delicate modish 
Teiming. colors—everything! In designing this shoe 
Abbe Patent, Trimmed with I had the style-problem* of our many cus- 
Barrett’s Frog Grain. 
A-B-C 
$4.60 





tomers in mind. 


Yours for more good style, 
eer ee - Gero. M. Rosen, 
Gen’l Mgr. 





MERCHANTS SHOE CO., Boston, Mass. 
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Big Style Show Planned 
for the South-West 


Texas-Oklahoma Convention Dis- 
play to Be Styleful Assemblage 


, Dattas (UTPS)—One of the most 
extensive and more attractive exhi- 
bitions of shoe styles seen in Dallas or 
all Texas, will be that offered during 
the Texas-Oklahoma Retail Shoe Deal- 
ers Association annual convention 
Jan. 30 to Feb. 1, inclusive, according 
to leading shoe men of Dallas and all 
Texas. he retailers report the job- 
bers and the factories are cooperating 
to make the display of styles to be 
offered during the spring and summer 
the best ever assembled in the South- 
west. In addition to the retail shoe 
dealers of Texas and Oklahoma, the 
Southwest Shoe Travelers Association 
will also be in annual convention here 
on the dates mentioned. 

A shoe a ng show, featuring the 
latest from the last, displayed on liv- 
ing models and in show windows, will 
be one feature of the three-way con- 
vention. 

The executive committee of the 
Texas Retail Shoe Dealers is headed 
by Harold Volk of Dallas. This com- 
mittee is now completing plans for the 
conventions. 

L. F. Tuffley of Houston is president 
of the Texas Association and W. B. 
Taylor of Fort Worth is secretary. 
W. H.-Prather of Ardmore is president 
of the Oklahoma Association and Sol 
Jacobs of Oklahoma City is secretary. 
F. A. Wippen of Dallas is president 
of the travelers organization and 
Buford McWhirter of Waco is secre- 


tary. 


Lape Addresses Retailers 


CINCINNATI—Herbert L. Lape was 
the guest at the Retail Merchants’ 
luncheon at the Business Men’s Club 
on Tuesday. Mr. Lape gave a very 
interesting talk relative to styles of 
footwear which were introduced at the 
New York Style Conference. 











+. that will withstand the 3 
B) oogh ind tumble wear 
season. Rubber soles and heels Q 
LC Sans < 
priced 
$5.95 and $6.50 
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Changes at Dunn-Taft Co. 


CoLumBus, OnI0o—J. L. Davis, buyer 
for the shoe department of the Dunn- 
Taft Co., is in Lynn, Mass., at the 
Sorosis factory, purchasing spring 
stock. Both Mr. Davis and William A. 
Giblin of this department have recent- 
ly returned to Dunn-Taft’s from The 
Stearn’s Co., Cleveland. Mr. Davis is 
continuing to buy for Stearns as well 
as Dunn-Taft’s: B. J. Coburn, new as- 
sistant manager of this shoe depart- 
ment, came here this fall from the 
Shumaker Co., Akron, where he had 
charge of the children’s department. 


Variety, Spice of Shoes, 
Says Milwaukee Man 


MILWAUKEE—The public should be 
taught that a variety in footwear is 
as necessary as a variety in diet, and 
that improper shoes are causing a 
great number of the health ills of to- 
day. So stated S. J. Brouwer of 
Brouwer’s shoe store, in an address to 
the Milwaukee Kiwanis Club at the 
weekly luncheon Wednesday, Nov. 17. 

“The greatest damage done to the 
health by the wearing of improper 
shoes is imposed on the upper part 
of the body, “stated Mr. Brouwer, 
“and the great number of complaints 
to backache can be traced as directly 
coming from the wrong shoes. 

“The public should realize that just 
as it needs a varied assortment of 
foods in the daily diet, so also does it 
need an assortment of shoes. Every 
person should have about ten pairs of 
shoes and he should wear these shoes 
interchangeably. Every one should 
change shoes at noon and at night of 
every day and he should wear a differ- 
ent pair of shoes every day in the 
week. 

“There are shoes to fit every oc- 
casion, and I believe that for general 
street wear, women should wear shoes 
with medium low heels. For afternoon. 
the heels may be a trifle higher, and 
for formal dress wear, if her feet are 
in good healthy condition, she may 
wear ‘stilts’ if she chooses. - 

“People do not hesitate to spend fifty 
dollars on their teeth (and they can 
get new sets of teeth), but they are 
slow to spend much money on their 
footwear which is certainly equally as 
important. 

“The wearing of correct shoes should 
be taught in the schools. so that the 
public could be educated in the methods 
that benefit the health,” concluded 
Mr. Brouwer. 


Makes Money Talk 
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Brouwer Heads Mission 


MiLwavuKEE—S. J. Brouwer, greet: 
dent and treasurer of the S. J. 
Brouwer Shoe Co., one of the mm, > 
retail shoe stores in Milwaukee, 
peer elected ident of the Milwau- 
ee Rescue Mission in which he. has 
taken an active part. 
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-@*H-ALDEN COMPANY 
| Designers ard 1 Makers of Mens Fine Shoes 
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A carefully styled fall shoe 


For young men 











Barbour Double Decked Welted Sole. 


Boston Office: 10 thigh Street ; _ signi 
lactory and Executive Offices 
ABINGTON, MASS. 
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Low Price But High 
Atmosphere Draw Trade 





New Evart Store in Columbus 
Is Attractively Decorated 


CoLumBus, OHIO (UTPS)—J. C. 
Bell, manager of Evart’s, the newest 
shoe retailer in Columbus and the only 
one at present occupying a second 
floor storeroom, observes that, with the 
completion of their first two weeks of 
business, Columbus pow are willing 
to go upstairs provided there are bar- 
gains to compensate them. As this 
store ializes in $3.85 women’s 
shoes, the price is a decided induce- 
ment, 

Although offering an unusually low 
priced shoe this new store has the ap- 
pearances of a high quality shop. Un- 
usually large and attractively con- 
structed windows set in walls of ivory 
tint are one of the most distinctive 
features of this new Evart’s, the most 
recent also of this new chain which al- 
ready has stores in Indianapolis, 
Louisville, Detroit and are soon to open 
up in Cincinnati. Across the front win- 
dows are decorative iron balconies. 
Valances of pleated chintz across the 
tops of these windows are matched by 
numerous pleated chintz lamps. Be- 
tween the elevator and the stairway 
entrance is ‘stretched a long panel of 
tapestry. 

rench doors glazed by opaque glass 
and flanked by two mock casement 
bays similarly paned are an unusual 
note in the partition which separates 
the sales from the stock room. 

This store makes a strong appeal to 
the young working girl and the 
flapper who feels that she “just must 
ee a number of pairs of pretty 
shoes, 





Grenewald Greenville 
Store Discontinuing 


GREENVILLE, S. C. (UTPS)—A 
closing-out sale was med here last 
week by the Grenewald Clothing Com- 
pany, incorporated, men’s clothing, 
furnishings and shoes, R. Curry, 
manager, announced. As soon as the 
stock is closed out, probably by Christ- 
mas, the fixtures will be sold, Mr. 
Curry said. The original Grenewald 
store, a large ladies’ and men’s estab- 
lishment combined, is located at 
Spartanburg, S. C. The local branch 
was opened about a year , the stock 
of Davis Brothers having m bought. 
M. Grenewald, the founder of the 
business, and well known in merchan- 
dising circles, died in May of this year. 





Besden Wins First Prize 


MILWAUKEE—Lewis L. Besden, pro- 
pe of the Besden Shoe store won 
rst prize in the parade contest 


as the ————— of the dedica 
of the New Holton street $1,000 
viaduct. parade was by 
the Holton com- 





Spanish Fixtures Win 


Des MorInes, Iowa—When Jack 
Cameron, display manager of Harris- 
Eme Co., trimmed up a Martha 
Washington shoe window as an entry in 
the recent F. Mayer Shoe Co., contest, 
all decided that he had made a “hit.” 
The display attracted much consumer 
attention, and resulted in more “Martha 
Washington” shoes sold. The fixtures 
used in the display were hand- 
hammered brass of Spanish design. 
The modern flapper appeared on one 
side of the center front—while Martha, 
herself, occupied the other side, This 
trim won second prize. 





Jake Minchen Rejoins 
Dollahite-Levy Company 


Houston, Texas (UTPS) — Jake 
Minchen is back at the head of the 
shoe department of the Dollahite-Levy 
company, one of the big shoe houses 
on Main Street. Mr. Minchen says 
there has been no slump in the shoe 
trade of his concern, but on the other 
hand the sales have increased 200 per 
cent during the nast few months. e 
prevailing shades and styles for men 
in Houston are light tans in low 
quarters. Styles for women feature 
open work designs in various shades. 

atent leather, black velvet or satin 
with spike heels, and two tone effects 
involving many colors of finest 
leathers, lead for dress and evening 
wear. Women in clerical positions are 
leaning more and more to common- 
sense heels for wear during work 
hours, Mr. Minchen says. 





From Fits to Songs 


Burralo, (UTPS) —From_ fitting 
feet to singing feats is the stride taken 
by one Angelo Bruno, formerly a shoe 
dealer in Tonawanda, N. Y., a suburb 
of Buffalo, now an.opera singer in 
Milan, Italy. He made his debut last 
week in the opera “Rigoletto,” and, 
according to reports, he was entirely 
successful. 

Three * gm ago, Mr. Bruno, then 25 


years old, married and the father of 
several children, ve up his shoe 
store at 54 Main ‘onawanda, 


N. Y., and set-sail for Italy with the 
intention of preparing himself for the 
opera. Three years vocal study led 
to his present position. 

When in Tonawanda Mr. Bruno was 
revailed upon to sing at va- 
rious functions in his home town and 
environs. He was known:as the “sing- 
ing shoeman.” Thus far the artist has 
not divu which he finds the more 
difficult, fitting of feet or the feat 
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Shoe Market News 


Sources of Supply That You Should 
Follow—Weekly Opinions of 
Leaders of Industry 


There was fur- 
Brockton ther evidence of 
seasonal slackening during the week, 
with cutters in some of the shops 
working only on part time schedules. 
In some of the plants making 
cheaper shoes there was a slight 
gain in production, but most of the 
other shops’ output is slimmer since 
the fall runs are practically closed. 
In one or two plants there will be 
no shutdown, manufacture on the 
spring orders being started just as 
soon as the fall output is put up. 
Blacks continue to grow in popular- 
ity and they constitute nearly 60 per 
cent of the leather cut during the 
period. Dark tans are next in popu- 
larity, and there were a lot of orders 
for patent. Leather heels are go- 
ing very strong. Indications on 
spring orders are that the broader 
shoe for men still will be consider- 
ably in demand. 


Production Trend Upward 


By W. E. Doyle 
of Doyle Shoe Co. 


In my opinion 
the live, up-to- 
the-minute con- 
cerns, with their 
owners giving 
close application 
to selling, making 
and styling their 
own shoes, will 
be, in a large 
measure, respon- 
sible for the up- 
ward trend in 
production of popular-priced shoes 
which Brockton is supplying and 
will supply in a volume way for the 
year 1927. We have just finished a 
non-stop period of 19 months and 
are still going strong. Our concern 
feels very optimistic over the so- 
called spring and Easter season, and 
justly so. 


W. E. Doyle 


y with the close 
St. Louis of the year ap- 
proaching, the wholesale shoe busi- 
ness continues to hold up well, and 
while it is not showing any great 
expansion, it can be said that it is 
not slowing up to any perceptible 
degree. Reports from the houses 
are to the effect that business is 
showing some signs of keener com- 
petition and sales are more difficult 
to close. No one is alarmed over 
the situation and all believe that 
business will improve as soon as 
the spring lines are in the hands of 
the salesmen. 

The new lines are being pre- 
pared at present. The first flash 
of the new style trend will be col- 
ored kids. This is the material 
which practically all stylists are 
playing for the début of fashions 
at the December Style Show in St. 
Louis. Rose blush, stone and some 
shades of parchment are mentioned 
as colors that will be seen in the 
premiére showing. Gray is also 
touted for spring. Strap patterns 
will predominate. This seems to 
be unanimous. Tie effects will oc- 
cupy second place and beyond this 
there seems to be no demand for 
other patterns to please the femi- 
nine desire. 


Real Winter Needed 


By C. L. Drake 
Sales Manager, Central Shoe Co. 


We are showing nice gains in 
sales. Our November is_ better 
than last year and we have no rea- 
son to complain as we have just 
closed our fiscal year with a nice 
gain for the period over that of 
the previous year. The Northern 
section of the country seems to be 
in a more prosperous condition 
than other parts. I have just re- 
turned from a trip in that section 
of the country and believe condi- 
tions would be even better if snow 
fell. We believe that winter 
weather, accompanied by a snow- 
fall, would improve the shoe busi- 


ness everywhere. In the sections 
where this has occurred, retail shoe 
merchants are doing a good busi- 
ness. The hand-to-mouth buying 
policy of retail shoe merchants stil! 
prevails and while this policy often 
finds merchants short of desirable 
footwear, it makes for a_ splendid 
credit situation. At present there 
is a slight tendency toward the 
slowing up of collections; nothing, 
however, that is serious. 


Lynn continues in the 
Lynn November dull spell. 
There is no zip and zest to year-end 
business as there is in the spring. 
Something ought to be done about it. 
But not even the brightest minds 
have yet devised a winter style that 
will sell like hot cakes. Production 
of staple and novelty boots in Lynn 
has not kept pace with the increasing 
population. 

In lasts, the tendency to accentu- 
ate lines continues. The square toe 
is a striking example. Toes on dress 
shoes are somewhat long and narrow, 
but not extreme. Heels, higher than 
ever, show how shape is accentuated. 
Heel shape, height and finish are a 
main point in new style effects. 
Heels are now sprayed in lusters of 
any hue under the sun, to match or 
contrast with the vamps and quar- 
ters. The finish is just squirted on 
with an air gun. Even dull finishes, 
like gunmetal or mat, are now 
sprayed on. 

Beautiful fabric finishes on 
leather are coming next. A new 
process of printing leather in colors 
has ~reached the commercial stage 
after long experimentation. By 
means of it, leathers can be printed 
in any design or color that is to be 
seen in apparel. Besides, there are 
the familiar colors of the card, in 
dull, natural grain, luster finish and 
embossed finish. 

Ties, of the one and two eyelet 
type, are gaining. The plain oxford 
of the five-eyelet type is 


Shoe fronts have to be styled. up 
these days, like the rest of the s 


The ribbon lace and the one 
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of the tie furnish the contrast of 
lines and color and the allurement of 
lines that is demanded by fashion. 
Simple strap pumps and step-ins are 
as good as ever, 


Color and Grain 


By Ernest Woelfel 
Leather Embosser, Peabody, Mass. 


They say that 
color is the thing 
in shoe styles. I 
will add that 
grain, too, is the 
thing in footwear 
fashions. Let me 
try to explain the 
technique of the 
matter in as sim- 
ple a way as I 
can. Take a 
smooth surface, 
like that of a piece of black leather, 
and you have nothing but a level 
sheet of black insofar as color is con- 
cerned. Add some grain markings to 
this sheet of black, by use of the em- 
bossing press, and you have color and 
grain. That is two points of style. 
Next, touch up the grain markings 
with a color to emphasize them, and 
you have three points of style. 

These three points of style make a 
stronger appeal to shoe buyers than 
did the one point of style that was 
had in plain black shoes. Now that 
we are moving into a season of high 
colors, we ean gain an unlimited 
number of combinations of colors 
and grains, so the development of 
“style all the while” can go on in- 
definitely for as long as color and 
grain are combined in shoes. 

It is singular how the point of 
view changes with styles. -I well re- 
member when embossers, in 
early days of their trade, were 





Ernest Woelfel 
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runs have started in some of the shoe factories, ~ 
while in others preparatory work is being done and every- 
thing being put in readiness to handle orders which are ex- 
pected as soon as the salesmen take the road with new samples. 
The consensus of opinion is that the heaviest runs in style 
lines will be on colored kids but novelty leathers in profusion 
are on the market and will not be neglected. Included in these 
are the new fabric effects—checks, plaids and other similar 
patterns, always plus the reptile 
are optimistic and look for a steady flow of business follow- | 
Ling the winter style shows. 


called counterfeiters of leather. Now 
I believe that we are welcomed most 
everywhere as decorators of leather 
who add to the art in leather, and 
shoes, tod. 


Factory execu- 
Boston tives are paying close 
attention to new leathers—in almost 
endless variety—for the main. part 
of the shoe and for trims. Espe- 
cially is this so in women’s shoe fac- 
tories. Among the new leathers is 
gunmetal patent, to be combined 
with light grays in some cases, while 
in other patterns the light grays 
take inlays of paisley kid. Other 
new leathers are in paste! shades of 
orchid and peach, with gold and sil- 
ver base; rich brocaded effects in 
leather, looking much like the dress 
material in velvet brocaded chiffon; 
there are many interesting swatches 
in Paisleys and plaids, among them 
the “gingham” checks and “Scotch” 
plaids. There is an “idealized” 
lizard in an imported leather. An- 
other appears in shades of peacock 
blue shot with rose; it also appears 
in rich shades of red. 

A new two-eyelet pastel parch- 
ment kid shoe appeared in one or two 
factory sample rooms with inlays on 
vamp and quarter of gingham kid 
in shades of darker brown. A two- 
eyelet tie on the “Tomboy” last for 
the young girl was noted among the 
new numbers. This was made in 
black patent with a Paisley inlay on 


grains. Most manufacturers 





ye 


pears in the new offerings for spring. 
Scalloped tops appear on many of 
the dainty pumps. The high, pointed 
tongue is in prominence. The new 
lines show superior workmanship 
and real artistry in design and in 
color combination of materials. 


Larger Profits Necessary 


By Frank M. Bohr 
Vice-President Munroe Shoe Co. 


The shoe trade 
is now in the real 
life of style, with 
appeal to the eye 
the strongest fac- 
tor in the selling 
equation. Let’s 
not destroy our 
proportion- 
ate shade of suc- 
cess by forget- 
ting that both 
retail shoe mer- 
chant and shoe manufacturer are en- . 
titled to longer profits. Sometimes 
it seems as though neither of us 
understands how to make money in 
footwear distribution. To review 
briefly the present situation: We 
have all learned the lesson from the 
Joint Styles Conference in New York 
that colored kids are to be prominent 
in the authentic shoe modes for 
spring. And so manufacturers have 
bought hundreds of thousands of feet 
of skins—some are in the very light 
shades of pastel parchments and 
shell grays, others in other delicate 





Frank M. Bohr 
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A NEW ARCH SUPPORT | 
IN STOCK SHOE FOR WOMEN 
PATENT LEATHER AND 
N OW BLACK KID. 3 STRAP 


SAMPLES SENT AT WIDE ANKLE, $2.75 


OUR EXPENSE = 
SEND FOR NEW © want 9 otumen Sox. ox. Tee 
State outside of New York City and 
ILLUSTRATED CIRCULAR vicinity. One who lives in the terri- 
LENOX McKAY tory pref i 
Tan Calf three eyelet tie, tan lizard 
tongue and saddle. 
4549 8% to 11 Broad Toe 
5549 11% to 2 Broad Toe 


6549 2% to 6 Broad Toe 
7549 2% to 6 Medium Toe 


Same in patent leather with black 
lizard tongue and saddle. 


LES sors! 


Weimer, Wright & 
Watkins Co. 


LENOX BacKAY 39 S. Secon St., Philadelphia LENOX WELT 
actory: Annville, Pa. PATENT COLT BLUCHER 


4543 Child’s Tan, Elk Lace, 8% to 11..$1.95 
5543 Misses’ Tan, Elk Lace, 11% to 2. 2.20 MERRITT ELLIOTT & CO., 
6543 Growing Girls’, 2% to 7 2.70 132 Duane St. New York City 


4553 Child’s Tan, Calf Lace, 8% to 11. 2.10 Sole Distributors for 
5553 Misses’ Tan, Calf Lace, 11% to 2. 2.35 New York City and Vicinity Same in tan at same prices. 


Ey Y © ¥ & FF FF FF YY YY Ff FE FY 


For Appreciated Gifts 


SLIPPERMOX 
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IDEAL @ SPATS 


for Well Dressed Men 


Style 110 Felt: Pearl Grey, Clay and Fawn, Doz, prs 
Style 110 Felt: Beaver, Brown, Black and Taupe, Doz. prs.. é ° 
Style 112 Cloth of the best quality in Beaver, Brown, Fawn, Here’s a sturdy slipper, noted for long wear, 


Pearl Grey and Grey, Doz. prs 4 5 ? 
Style 114 Leather trimmed throughout, Cloth, in Pearl Grey, good looks and clean workmanship. A genuine 
rs. 


Grey and Fawn, Dos. p aa. hand sewed moccasin in best grade tan elk, 
Style 117 Oloth, Flat Buttons, in Pearl Grey, Grey and ° ° 

Fawn, Dos. prs 18.00 with flexible soles. 
Style 115 Box Cloth in Grey and Fawn, Leather trimmed 
throughout with Leather Piping on top, Doz. prs 


Qur spats are cut on the most perfect fitting pattern in the market. Style No. 951 Those who order 
, ¥ ma et delivery 
A Complete Line of Quality Shoe Novelties. ae ooh hag a 


RHINESTONE BUCKLES $16.50 to $22.00 doz. prs. May we send folder of other 
Rhinestone Vamp Ornaments from.... 3.00 to 8.00 doz. prs. styles of play footwearf 


Metal Buckles from $3.00 to $4.80 doz. prs. Inlays and attach- 
ments extra. BERKSHIRE 


IDEAL MANUFACTURING CO. 
4248 N. Crawford Ave. Chicago 
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of this costs money. It means 
higher prices. Machines must be 
especially cleaned in making these 
light colored shoés; workers must 
wear gloves; shoes on the last must 
be covered; higher labor costs re- 
sult. 

When these artistic footwear 
creations are shipped to the retail 
shoe store, they should be featured 
attractively in the window and in 
inside display cases and a high 
enough price put on them so that the 
public will realize that they are a 
beautiful product and worthy of a 
higher price. Do not be disturbed 
because a nearby merchant crowds 
a lot of light colored shoes, made 
hastily with uneven textures and 
blendings, into his window and 
marks them $3.98. You can always 
explain to your trade that your 
shoes are “different.” The public 
can be easily convinced that yours is 
higher-grade merchandise. It is not 
necessary to ask the manufacturer 
to build shoes at so low a price that 
quality and appearance must be sac- 
rificed in order that you may sell at 
a price which is really too low to 
give you a fair profit and which, in 
turn, obviously must result in dis- 
satisfaction to consumer, to mer- 
chant and to maker. 

Shoes for the 


+ 
Haverhill 50 of 1927 
will be a sunburst of color and the 
most styleful in the local industry’s 
history, it is apparent from the sam- 
pling of the new season’s merchan- 
dise. The manufacturers and styl- 
ists are now making careful study of 
the new shoe patterns, lasts and 
leathers and are sampling shoes in 
the most striking leathers that have 
ever come from the hands of the 
tanner. While colored kid ‘is freely 
predicted for the new season, the 
new colored patent and fancy printed 
leathers are to figure prominently, 
especially in the better grade mer- 


‘spring. 
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Predictions for colored kid are 
borne out in limited business already 
placed in the cheaper grade factories 
on kid in the lighter colors. Busi- 
ness in general in the local factories 
is slack, with only the chain store 
factories anywhere near capacity. 
Hopes for early buying are placed 


-largely in the St. Louis style show, 


which will attract many local shoe 
men. 


New Fancy Leathers 


By Raymond V. McNamara 
Wright, Gorevitz &£ McNamara Co. 


A colored kid 
season looms just 
ahead, but this 
firm will not re- 
strict itself to 
the manufacture 
of colored kid 
shoes. Many 
production  diffi- 
culties enter into 
such manufacture 
and we see an 
outlet for a smart 
line of novelties in the new fancy 
leathers, featuring colored patent 
and the new printed leathers. We 
have also conformed with the trend 
toward shorter vamps and high heels 
and are just now introducing a new 
stage last which carries a two and 
one-quarter inch vamp and 20/8 heel. 





R.. V. McNamara 

















the managers who report a slack- 
ening of sales are optimistic and 
expect an unusually heavy selling 
period immediately following the 
holidays. 

Spring activity is daily increas- 
ing with the general concentration 
being on the light shaded leathers. 
Blond, light tans and the Florida 
shades are by far the leaders as the 
spring orders begin to accumulate. 
Work shoes are going at an excep- 
tionally good rate and children’s 
shoes are keeping up a good pace. 
Patents continue to lead, although 
almost everything is being bought. 
There is a heavy demand for nov- 
elty shoes, such as the cherry cop- 
per, the moiré, suédes and reptile 
leathers. As the social season gets 
under way the buying of formal 
footwear increases arid the bro- 
caded pump and single strap slip- 
per are the main features. Some 
satin is being sold and there is a 
tendency to buy satins in the high 
shades to meet the demand of the 
customers who want the satin slip- 
per to match the various brilliant 
colors being worn in gowns this 
season. The Colonial continues to 
hold its popularity for general 
street wear, and manufacturers re- 
port steady sales in this type. 
Grain leathers continue to: be pop- 
ular in the men’s lines, and there 
is a marked tendency to buy the 
heavy grained leathers for chil- 
dren. 

Hand-to-mouth buying increases 
daily and manufacturers are con- 
centrating their efforts to adapt 
their business policies to meet this 
economic condition which is be- 
lieved by most merchants to be here 
to stay. 


Foerderer Puts Out New 
Ensemble Color Card 
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FOR FORMAL OCCASIONS 


and they’re ankle-fashioned, too, 
“hand-tailored” to a trim, snug fit 
around the ankles. No unsightly 
gapping, no slipping at the heel. 


Illustrated—THE TUXEDO—No. 1160 
Sterling Patent Colt. A to D. $4.95 


IN STOCK 





Nunn, BusH & WELDON SHOE Co., MILWAUKEE, WIS. 
Eastern Stock Dept.: Nunn-Bush Shoe Co., Inc., 144 Duane St., New York City 


The Nunn-Bush line will be on display 
at the Sherman Hotel, Jan. 4, 5 and 6, 
National Shoe Retailers Convention 
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Brown-Nichols Shoe Co. 


Now H. G. Lumbard 
Shoe Company 


3 = 


formerly vice- 

president of the 

Ault - Williamson 

Shoe Company, 

has become presi- 

dent and treasurer 

of the _ Brown- 

Nichols Shoe Com- 

any of Auburn, 

aine, and_ the 

company will do 

business in the fu- 

ture as the H. G. 

H. G. Lumbard Lumbard Shoe 
Company. 

The Brown-Nichols Shoe Company 
formerly manufactured children’s turn 
shoes, but a few years ago it was con- 
verted into a women’s tur nfactory, 
making comfort and semi-dress shoes 
for the wholesale trade, and since has 
grown to occupy a position of impor- 
tance in that field. Mr. Lumbard, 
therefore, assumes the ownership of a 
going concern, manufacturing about 
1000 pairs of shoes a day. There will 
be no changes in the company other 
than those of name and ownership, and 
the factory will be operated under the 
present management, which has been 
in force since its organization. 

Associated with the H. G. Lumbard 
Shoe Company as office manager is 
L. M. Watson, whfo has been with the 
Ault-Williamson Shoe Company for 
several years. W. O. Stevens will con- 
tinue to represent the H. G. Lumbard 
Shoe Co. as he has the Brown-Nichols 
Shoe Co 








Brooklyn Boys Dig Up 
for Arbitration Society 


New YorkK—The Shoe Manufactur- 
ers’ Board of Trade of New York, Inc., 
346 Livingston Street, Brooklyn, has 
contributed $2,325 to the American Ar- 
bitration Association for the promotion 
of commercial arbitration throughout 
the trade associations of the United 
States, according to the announcement 
made by the Association today. The 
Board of Trade also adopted a resolu- 
tion commending “the work accom- 
plished and planned” by the Associa- 
tion, adding that it “merits our hearty 
support.” : 

The board, comprising thirty-one of 
the leading shoe manufacturers of 
Brooklyn, is affiliated with the Ameri- 
can Arbitration Association and its 
members are now entitled to full ser- 
vice of the American Arbitration As- 
sociation including its arbitral tribunal. 
Its action in supporting arbitration as 
a speedy and economical method of ad- 
justing commercial disputes is in line 
with that of other trade associations 
upward of 300 of which have submitted 
detailed reports of their activities. 


Moves to Philadelphia 
PHILADELPHIA—U. Salomon, district 
for the H Rubber 
formerly at ong 4 








Curtin Back on the Job 


ROCHESTER, N. Y.—John Curtin, 
treasurer of the Burrows Shoe Com- 
pany, returned to Rochester last week 
after several months vacation to re- 
cuperate from a serious illness which 
he had last winter. 

Mr. Curtin is the picture of health 
and is mighty glad to be back on the 
job again. srwerer, he states that 
the Burrows Shoe Company has en- 
joyed a most prosperous season during 
his absence and that they are now op- 
erating at capacity. 





Winchell Factory Again 
Used for Production 


HAVERHILL—The Winche!l factory, 
for years the home of the J. H. Win- 
chell & Co., makers of men’s and boys’ 
Goodyear welt shoes, has once again 
been returned to an active as 3 
unit. The plant, since the liquidation 
of the Winchell business four years 
ago has been unoccupied, but is now 
about to hum with activity once more. 

The Brenner & Brody Shoe Co., for 
several years located on River Street, 
is now preparing to occupy two floors 
of the Winchell factory. Katzman & 
Rosengard is another firm to locate in 
the Winchell building. This is a new 
firm just organized for manufacturing 
purposes. he members of the firm 
are Milton Katzman, formerly of Katz- 
man & Adler, shoe jobbers, Boston, and 
Joseph Rosengard, who is a well known 
shoe salesman. 

The Star Stitching Co. is a third firm 
negotiating for space and will utilize 
one or two floors. The company is one 
of the largest contract stitching enter- 
prises in the city. 





H. L. Lape, Jr., Grabs Off 
Charleston Victory 


CINCINNATI—The Charleston con- 
test which was arranged among the 
Julian & Kokenge selling force, n- 
ning last May and ending Nov. 1, was 
keenly interesting and much ri 
created. Prices were offered for new 
accounts and over 200 new accounts 
resulted during the six months. H. L. 
Lape, Jr., covering the cities of Louis- 
ville, Chi and Omaha and the 
States of Giiaheinn, Missouri, 
and Colorado, won first oe 

Horace Mayer, covering Ohio and 
West Vi , through a whirlwind 
finish in the last three weeks, won sec- 
ond prize, and W. T. Mitchell, cover- 
ing the State of Texas, carried off third 
prize, 


Kansas 


Meiss Co, Busy 


Selling Force Increased 
CINCINNATI—The Chas. Meiss Shoe 
.» jobbers 












Howard and Foster Now 
Under New Management 





Hector E. Lynch, Jr. John P. Thomas 
Treasurer President 


BrRoOcKTON — Reorganization of the 
Howard & Foster Shoe Co., following 
the retirement of its two leading direc- 
tors, Hector E. Lynch and William M. 
Nute, has been effected, and the com- 
pany announces that its policy of high 
grade shoe manufacture will be con- 
tinued. 

The new organization, which is made 
up of members of the older concern, 
will carry on Howard & Foster tradi- 
tions under the following organization: 
John P. Thomas, president; Hector E. 
Lynch, Jr., treasurer; Christopher 
O’Neill. T. Frank Whelan, formerly 
with the Holland Shoe So., of Holland, 
Mich., is vice-president. 

Messrs. Thomas, Lynch, Jr., and 
O’Neill have been with the Howard & 
Foster organization for many years, 
and are well known in the trade. Mr. 
Whelan is one of the best known shoe 
designers, and is a finished shoemaker. 
The new corporation, which will be 
known as the Howard & Foster, Inc., 
will be guided by and aided by the 
counsel of the elder Mr. Lynch and Mr. 
Nute. Salesmen are now in their terri- 
tories, and the plant will resume epera- 
tion at once. 





Acquires Ordway Stock 


HAVERHILL—Syd L. Curry, president 
of Ordway & Clark, Inc., with Boston 
office at 10 High Street, Boston, has 
acquired all of the capital stock of the 
corporation. The organization will oth- 
erwise remain unchanged. Mr. Curry 
will divide his time between calling 
the trade and supervising work at 
factory. It will be his endeavor 
continue the high-grade quality of 
product, which is devoted to fine 
shoemaki including bench 
turns. Ordway & Clark, Inc., is 
of the oldest in the trade; it 
pied its present location here 
1882. 


Pebleses 
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Sir Isaac Newton 
analyzing color in light 


Caines ‘of | Chagaetes 
CAVENDISH 
RUSSIA CALF 


In the New Spring Colors 


PASTEL PARCHMENT 
re SHELL GREY 
| ROSE BLUSH 
STONE 
SPANISH RAISIN 
_ STROLLER TAN 
HAMPSTEAD BROWN 
MARSALA 


LAGARTO GRAINS 


Now Ready 
In These Approved Colors 
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The latest Hunt-Rankin success—guaranteed not to pull or rub 


off and to be readily cleaned. 
LAGARTO GRAINS work well in turns, welts or McKays. We 


recommend them for whole shoes or combinations. ~- 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass. 


Write for Samples 








SS . = 
— = SSN Ss Sai SSS SS 288555555 c= S——=N RS —— = 
2. ——S SS —— —s5 SS — << Ss — > = 











E. T. 


Cuts for 
and 
leadersh; 


WRIGHT &C 


blank With your 
Shoes We will Send a beautify) 
features a Color Window isplay, and 
£ your NEWSpaper, 
ip. : 


S. 
Immediate Deliveries from 
2Ow on Stock. 


OMPANy. INC, 
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the part of Men, 
ch istics of the Shoe; 
Cut from full 8rain, im ed Calfskin, With the new high 
hee] Which SUpports the arch, Telieves the Strain on foot m Cs, 
ing a Pleasure The sli tly Darrower toe ‘loot’ 
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Getting a Line on Spring Styles 


NEW plan for conducting the 
A dealer conferences will be in- 
augurated during the fif- 
teenth annual convention of the 
National Shoe Retailers Association 
to be held at the Hotel Sherman, 
Chicago, Jan. 4, 5, 6 and 7. 

Instead of having the regular con- 
vention sessions the get-togethers 
will take the form of a luncheon 
at which retailers, manufacturers 
and travelling salesmen will listen 
to addresses by national authorities 
of shoe merchandising, styling and 
advertising. These addresses will 
be followed by a general discussion 
at which all three branches of the 
industry will express their views. 

The conference luncheons will take 
place at noon on all four days of the 
convention. Admission will be by 
ticket which may be purchased at 
the door. It is expected that by com- 
bining the convention talks with the 
daily luncheons the attendance at 
these meetings will be much greate 
than in the past. 


HIS new plan of convention pro- 

cedure, which was announced 
this week by Manager George M. 
Spangler of the N. 8S. R. A., has 
made a tremendous hit with retailers 
who believe that it will give them 
much more time to inspect the 
various lines of shoes on exhibition 
without losing any of the real edu- 
cating talks which Manager Spangler 
has arranged for the benefit of visit- 
ing retailers. ’ 





Miss Macon Will Come 


Directors of the Southeastern Shoe 
Retailers Association met recently 
and selected Miss Macon to appear 
on the runway of the N. 3. A, 
Convention in Chicago, Jan. 4, 5, 6, 
% ad Fig en em a 
representing country _.at é, 
‘will show the ld 

section of the country has.a style 
peculiar to its locality for Spring 
and Summer 1927. 











evening when the new merchant di- 
rected style revues will take place. 
This new type of revue permits the 
retailer to learn at first hand what 
kind of shoes the other merchants 
in his section will feature during 
the coming season. The shoes shown 
on the runway will be selected by 
committees representing 20 sections 
of the country who will pick shoes 
which they believe are best adapted 
to the style demands of their sec- 
tions. 

This new method of conducting the 


style revue is being hailed as one of © 


the most constructive moves ever 
made by the National Shoe Retailers 
Association because it will reduce to 
a minimum the style hazards of mer- 


Following the luncheon talks the | 


buyers will be free to visit the sample 
rooms of manufacturers until] the 


new luncheon-conference plan and 
the new type of style show, this 
year’s get-together will undoubtedly 
attract the largest number of buyers 
that have ever attended an N.S. R. 
A. convention. From all secticns of 
the country requests for hotel 
reservations have been received, in- 
dicating a widespread interest on 
the part of retailers in the coming 
convention. 


SCONSIN retailers are this 


tically all of the principal retail cen- 
ters of the State. 
New England retailers are also 


very active, planning for the conven- 
tion. Under the leadership of 
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are a drag on your health 


and efficiency 
phe cannot feel right, do your 


work right, enjoy normal pleasure 
in the right way, while your feet stab, 
burn or twinge at every step, or con- 
tinue to ache even when you are sitting 
or lying down. 

Resolve now to give your feet“ im- 
mediate -help. No matter what foot ail- 
ment you may have—tired, aching feet, 
flat foot, week arch, turning ankles, ten- 
der heels, crooked or overlapping toes, 
swollen joints, excessive perspiration, 
corns, callouses or bunions—you can get quick 
and permanent relief. Dr. Wm. M. Scholl has per- 
fected 40 specific Foot Comfort Appliances and 
Remedies, each of which is guaranteed to relieve 
the condition for which itis designed. Leading shoe 
and department stores everywhere feature them. 


ACHING FEET BUNIONS 
Dx. SCHOLL's FooT-EAZER Dr. Scnott's Bunion 
gives quich, lasting relief REDUCER instantly relieves 


sufferers from weak or broben bunion pain. Reduces enlarge- 
down arches. $3.50 per pair. 


CORNS CROOKED TOES 


Dr. ScHoLt's ZinO-PADS = Dr. SCHOLL'S TOR-PLEX 
step the pain in one minute, gradually straightens the 
Thin, healing, antiseptic. crooked toc; brings it bach inte 
35. at shee and drug stores. —pasition. Pricé 75c. each. 


Where to get foot comfort 
HEADQUARTZER: 
LIRYG TUK 


Foot Comfort Service 





Dr. Wm. M. Scholl is internationally recognized 
as the most eminent orthopedic authority of the 
day. His Foot Comfort Appliances and Remedi 
are sold the world over. 

Right in your own town you will find a leading 
shoe dealer who specializes in Dr. Scholl's Foot 
Comfort Appliances and Remedies. This store is 
identified by the above Dr. Scholl's Foot Comfort 
Symbol on its window. There you will get the 
benefit of the services of a Foot Expert, especially 
trained in Dr. Scholl’s methods, and the relief 
you seek guaranteed. Go to that store now. 

we wi 
Free Sample angie of br, soils Zine 
for Corns, and Dr. Scholl's Book,** The Feet and 

heir Care." Address, The Scholl Mfg. Co., 213 W. 
Schiller St., Chicago, Ill. 


Dr Scholls 
Foot Comfort 


and Remedies 











Servic 


A very vital factor today in the 


success of any shoe store 


Twenty years ago Dr. Wm. M. Scholl predicted that the outstanding 
and enduring successes of the future in the shoe business would be 
those retailers who made a special feature of Foot Comfort Service. 


'HE adver- 
tisement 
reproduced at 


Saturday Evening 
Post. Nearly every- 
body in your city is 
reading these adver- 
tisements. This is one 
of varioushelpful ways 
we co-operate with 
dealers who feature 
Dr. Scholl’s Foot 
Comfort Appliances 
and Remedies. 


Conditions as they now obtain, show the accuracy 
of Dr. Scholl’s forecast. Today, those dealers who have 
made Dr. Scholl’s Foot Comfort Service a specialty, 
are the real factors in the shoe business in their 
communities, 


Unlike the usual type of retail shoe store, their 
businesses are not subject to every caprice of weather 
or current conditions. They are busy and ever-grow- 
ing stores, and command good prices for their mer- 
chandise, because they have established a reputation 
for dependable Foot Comfort Service. 


Through the expenditure of millions of dollars in 
advertising during these years, the distribution of tens 
of panes a circulars, inserts, etc., as well 
as articles in leading magazines and newspapers and 
lectures by Dr. Scholl on the Care of the Feet, we 


have been largely instrumental in bringing out this condition by educat- 
ing the public on the necessity of giving greater care to the feet. 


Start now to meet these changed conditions, and you will profit by your 


enterprise. We will be glad to show you how to take advantage 


of this great 


opportunity. Simply write us for more information on how you can use 
Dr. Scholl’s Foot Comfort Service, and we will outline it to you in 


THE SCHOLL MBG. CO., Inc. 


213 W. Schiller St., CHICAGO 


62 W. 14th St., New York City 
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SHOE STORE SERVICE SECTION 


Devoted to F indings, Fixtures and the Proper Display of Merchandise 














Will You Give Christmas 


Remembrances to Customers ? 





Filled Christmas stockings 
Pocket handkerchief with business 
card sewed on 


For Women 
Fancy shoe horns, 18 inches long 
handled 
Nail files 
Leatherette shopping bags 
Imported wall pockets 


If So, Here’s a List of Sugges- 
tions for Each Individual 


Member of the Family 


be or not to be—that is 
the question.” 

Many a dealer is “on the 
, fence” with regard to the question 


66 


of giving remembrances to custom- Quill pens 
ers at Christmas time. There is, of Serving trays 
course, no set rule as to whether Pin trays 
it’s best to do this or not to do it. ’*Phone pads 
The reasons for doing it are these: For Men 
—to “warm up” a business con- Razor blade or knife for watch 
tact. ° chain 
—to establish a bond of friendship Celluloid combs in case 
between the store and customer. Nail files 
—to provide a frequent reminder Cigarette cases 
of the store. Match cases 


—to engender a sentiment that will 
tend to offset the lure of the mail 
order house. 

There are a large number 
of merchants who claim ‘that 


Cigar lighters 
Cigar holders 
Ash trays 


thermometers 






















Cigar cases, leather 

Card cases 

Bill folds 

Mechanical pencils 

Desk weights 

Desk and wall calendars 

Ink wells 

Metal rulers 

Letter openers 

Care-O-Meter for auto dashboard 


For the Home . 


Thermometers 

Barometers 

Serving trays 

Egg boilers 

Calendars—paper or wood—with 


Flour sifter 

Mixing spoon 

Pancake turner 

Ice pick 

Paring knife 

Brushes, shoe 

Brushes, clothes 

Folding shinette for shoes 

Wall match box holder 

Soap dishes 

One item that seems to fit in par- 
ticularly well for a shoe stcre 
is a shoe horn with a handle 








at a quite modest cost per cus- 
tomer they have accomplished 


Recorder Merchandising Calendar 


these results. for December 
The items usually chosen December I-ll. " 
for the purpose are not at all PR Bano Mngt ap ty By BB y. 4 


pretentious but are pleasing 
to customers as tokens of the 
merchant’s good will and ap- aon Oe 
extra laces. r could select 











18 inches long. With it mi- 
lady can slip into her shoes 
while standing up, merely by 
bending over slightly. The 
horn is finished in pretty pic- 

rial designs. 

Another item closely re- 
lated to shoes is the folding 


preciation of their patronage. 
While suitable items cover 
a very wide range there are 
many that could not be or- 
dered now and received in 
time for this Christmas. 
However, here are some that 
can, with or without advertis- 
ing imprint, at prices ranging 
up to 30 cents each in quan- 
tities of a few hundred: 


For Children 


Story books 
Paint books or boxes 
School cases 
Jumping ropes 

Jazz caps 

Wood whistles 
Balloons 

Paper airships 
Spinning tops 





custome: 
and they could be assembled in a standard form of 
package at a set price. 


December 13-18. 


Bring ornaments to the fore. They make delightful 











“shinette,” which can be car- 
ried in a handbag and won’t 
soil other articles. 

For men who own cars a 
very clever item is the Care- 
O-Meter, on which is regis- 
tered the mileage at which 
the chassis is to be greased, 
engine oil changed, gas put 
in, ete. 

For business men a splen- 
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Bargain Table Sale #795 





Figure 1—There’s a magnetic attraction about a bargain table. If you're using them inside, why not carry the 


idea into your window trim? 


End-of-December Windows 


FTER Christmas, what? 
A First of all, get the Christ- 
mas decorations out of the 
way. No good purpose is served by 
leaving the decorations in the win- 
dows and in the store after Christ- 


mas is over. 

The next thing is to decide upon 
a selling event for the week follow- 
ing Christmas. What shall it be? 

End-of-the-Year Sale. 

Formal Exposition of Evening 
Footwear. 

Special Rubber and Overshoe 
Week. 

Christmas Money Gift Sales. 

Whether the event is made store- 
wide or merely departmental the 
plans must be made in advance or 
they will fail. If the shoe merchant 
intends to hold Clearance Sales in 
January the week preceding New 
Year’s Day should be made some- 
thing different. -If he intends to 
hold off his Clearance Sales he may 


By A. E. Edgar 


find it profitable to have a little 
“sale” of some kind. 


BARGAIN Table Sale may be 

decided upon and carried out in 
the following manner: Provide a 
number of bargain tables and lay out 
samples of the footwear to be sold, 
with the price for each table promi- 
nently displayed hanging over the 
table. The window display may take 
the form illustrated in Fig. 1. Every- 
thing is td be taken out of the win- 
dow and a bargain table built in it. 
This should have short legs as 
shown. A long streamer is painted 
to attach to the side of the table, 
bearing the words “Bargain Table 
Sale,” together with the special 


price, The special price is also to be . 


cut out of cardboard and hung in the 
window above the table, or tacked to 
the back of the window high enough 
so " people across the street may 
see it. 


R those shoe merchants who in- 

tend to hold their clearance sales 
at the end of December or beginning 
of January the setting illustrated in 
Fig. 2 is suggested. It is often 
against the best interests of the 
shoe store to crowd the windows with 
bargain merchandise as is so often 
done. This setting will allow of a 
display that is distinctive and yet 
carry the “sale” idea. The two large 
tags may be cut out of manila board, 
the holes_and strengthening rings 
being made as natural as possible, 
and it is also suggested that pieces 
of thin rope be tied through these 
holes. The name of the sale is 
painted on these cards or tags. 

If the merchandise displayed is 
all of the same price it will not be 
out of the way to have the price on 
the cardboard disc. 

In Fig. 3 there are four little ideas 
that may be introduced into the sale 
windows with good results. 
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Semi-Annual Clearance Sale 
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Semi- 63 Semi- 
Annual é Annual 
Clearance Clearance 






Sale Sale 
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Figure 2—You can get the price reduction idea across without sacrificing “class.” 
A setting like this shows respect for the merchandise without detracting from 
‘the power of price 











T°HE idea of having the price proval of prospective buyers. A 
shown on a cardboard sail at- table lamp, lighted, if possible, is 
tached to the shoe is not new, but it shown alongside of a pair of shoes. 
is good for use at any time. The card reads, “No light needed to 
To the right of this is illustrated see these bargains.” 
a shoe with real money folded inside 
of the shoe. The card explains the “CANNED GOODS SALE” may 
idea. be a novelty to the shoe mer- 
Below this is illustrated another chant. It will prove so to the public. 













































































nl- 
es little. idea that will receive the ap- Buy or borrow from the grocer a 
ig quantity of canned goods and pose 
in the footwear on the cans instead of 
mn on the usual stands and fixtures. Grr ik 
1e The name of the sale and the canned Fi 4—-Nothing beats 
th goods in the display are self-explana- a «spotlight tor p ha 
n tory to all. The advertising may attention om ome spot. 
a state that broken lines have been Os a card pring: — 
at “canned” and are going out at re- Fy & I a ) Boos 
re duced prices. a wit ight to use 
i, Another way in which this idea with it—fine! 
rs 
B, 
8 
e 
8 
8 eae 
: A few sale ‘dea 
Mowe 3 Ne a 2 ister phoed elenpelte et _in_ place. 
S gether—these are simply ions for ee ' 
, little “tricks” to be used at different times. the bargain lines that have been made se. ton dept 
Unusual things make people stop “canned. eres . 




















— beauty of finish and design. 
Greater durability—chairs are guar- 


experience to serve and assist you. 


— 
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Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 


‘ree! 


"AMERICAN SEA) SEATING COMPANY 
1016 Lytton Building, Chicago, Illinois 


Gentlemen: Send me, yh bligatio he -page 
book, “New Styles in Shop Sea me ine. ene 



























No. 4081 
































No. 4072 






































Greater comfort for your customers, 1016 Lytton Bldg. 
Branch Offices: 
_Phitedeiphin: R. 703-1211 Chestnut St. 


Chicago, Illinois 


New York: R. 601-119 W. 40th St, 
Boston: R. 302-69 Canal St. 


against ee. 
economy in cost. 15 years of 
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Equipment Is 


Half the 
Battle 


There are two things to keep in mind when 
planning store equipment. The first is to make 
the equipment pleasing to the eye. The second 
is to select fixtures which carry the same class 
appeal which your shoes carry. Too many 
stores have dowdy fixtures and beautiful shoes. 
Others swing to the other extreme and have 
fixtures so much more beautiful than their 
shoes“as to swamp the merchandise completely 


Among the moderate sized shoe shops 

especially worthy of note for tasteful and 

well planned windows and interior is “Bur- 

ton’s Walkover Store at Lansing, Mich. 

The unique display fixtures are by tome 
tone & Co., Lansing;™ Mich. 
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A RAINES NIT TEE ES 


eer tee ee eas ae ae 


FS SS Oe 


This is the age of service. 
Competition is met by giving 
the purchaser something be- 
yond the mere act of selling. In- 
formation and assistance in the pres- 
ervation of his purchase appeals to and 
pleases the customer. He feels that you 
have made a special effort in his behalf: 
Miller trees are an effective means of “extra 
service” at a moderate cost. The two styles, 
illustrated below, are made in sizes for both men’s 
and women’s shoes. 


The “Pack-flat Tree” The “Bete Tree” 
Your manufacturer Oa al 


(Ventilated) i 2 

This tree is popular with both men will gladly equip The type of tree preferred by men. 

and women. It is extremely light h ith It is easily adjusted. <A turn to the 

and, Seat a oe a - Be your shoes wl right and the shoe is forced into ite 
, ma convenient an P 

desirable, especially for travelers. Cordo-Hyde laces rosa to ng ie tt pa iat eae 


The adjustment is simple and efficient. (also a Miller ser- 
vice feature). They 
look like leather 
... wear longer... 
and have more uni- 
form strength. 


O. A. MILLER TREEING MACHINE COMPANY Jf 
Shoe Tree Division a BROCKTON, MASS. |} 
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thristmuas Gifts 




































































Figure 1—If you've failed to order display materials in time, here’s a “pinch hit” setting that you can put 
in with materials that you can get at once at the local stores 


“Pinch Hit’ Christmas Ideas 


decorations have not yet ar- 

rived, and for those who desire 
to change their Christmas displays 
again, we offer a few suggestions 
that can be hurriedly installed. 

The setting illustrated in Fig. 1 
is only a suggestion of what the 
shoe merchant can do to make his 
windows attractive. The only dis- 
play materials required are a few 
holly wreaths and sprays of ever- 
green, a picture of Santa Claus, two 
Christmas trees, or imitations, and 
some cotton batting. Everything can 
be obtained in the local stores. 

The first thing to do is to nail a 
strip of pine around the window, to 
which may be attached the cotton 
batting to imitate snow and icicles. 
This should be carefully done in or- 
der not to mar the permanent “back- 
ground. In a window where nailing 
would mar the permanent woodwork 
these strips may be supported by 
strips in the corners of the windows. 


HF OR merchants ‘whose Christmas 


It’s late to play Christmas trims, 
but if that is yet to be done, here 
are some “pinch hit” ideas that 
can be carried out with materials 
available in your town. 








© 
Gifts 

that will be 

appreciated 


and remem- 
bered a long 
time 




















over that. They may be square and 
covered with white paper and have 
evergreens festooned around them. 

A sheet of cotton batting is 
fringed and then attached to the 
strip with pins or tacks. Some of 
the fringed portion should be rolled 
in the hands to represent icicles. Ar- 
tificial snow should be sprinkled over 
this to glitter in the lights of the 
window. If the cotton batting is 
not used crépe paper fringe may be 
substituted, and while not as good 
a representation of snow, it answers 
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Advantages of Flexible 
New Way Shoe Shelving 


HE fact that New Way shoe shelv- 

ing is sectional and interchange- 
able and can be moved at will is a 
point well worth considering when con- 
templating the purchase of shelving to be 
used in the shoe department. 


eel ht) 


‘NM 


With our standardized system a quick installa- 
tion can be made, and further, because of a 
standardized system, the equipment should 
always carry a good valuation and is not de- 
preciated in the event of moving from place 
to place or from store to store. 


nig may shoe shelving is made Of still further advantage is the fact that it is 
in both wall and center types ossible to buy this product at an extremely 
with adjustable, reversible, in- ee price—a price w rae compares favorably 
terchangeable shelves. Display with cheap, “built-in” types which are not in- 
section has plate glass hinged terchangeable and lack exibility, and makes 


. ag Clg the purchase of New Way sectional, inter- 
— — 7 we wt fitted changeable — positively the best buy on 
with three 10-inch adjustable the market from the es of economy 


plate glass shelves. Lower part and service. 


y Reopen ae hinged ont Our complete Shoe Catalogue” A Standardized 
r adjusta to any angle. Shoe Store” will be sent free upon request. 


GRAND RAPIDS SHOW CASE CO, 


World’s Largest Manufacturers Z@°0)\. of Finest Store Furniture 


Grand Rapids, Mich. - Portland, Ore. \ ] Baltimore, Md. - New York N.Y. 






















November 27, 1926 


BOOT AND SHOE RECORDER 
















































































L. 





oo 


L 








+ 




















Figure 3—Another “pinch hit” setting that can be 
prepared quickly, as explained below 


as it carries out the Christmas spirit. 

In the center of the festooning a 
larger wreath is to be placed, or at 
least one wreath should be placed 
lower than the rest. This wreath is 
to be the frame for a picture of 
Santa Claus, or of some other good 
Christmas picture. Santa Claus pic- 
tures are easily procured. 


HRISTMAS trees are suggested 
at each side of the steps of the 
floor. Reak Christmas trees may be 
bought and trimmed with the usual 
Christmas ornaments, and lighted 
with electric lights in lieu of candles. 
If the shoe merchant has cut-outs of 
Christmas trees from former dis- 
plays he may use these. The real 
trees will attract more attention, and 
he can easily hang slippers, hosiery, 
infants’ bootees, etc., on the tree, and 
arrange them below it as well. 

The floor of the window may be 
covered with cotton batting, with 
white crépe paper or white cotton. 
Over this a sprinkling of glittering 
artificial snow may be scattered, and 
between the various shoes and slip- 
pers displayed a few leaves of holly 
or sprays of evergreen may be 
placed. : 





Figure 4—The local sign 
a panel like this fairly we 


por usually can paint 
l. Possibly he has some 


similar designs that could be had in a day or two 


A Thought on Christmas Show 


Cards 


HE showcard illustrated in Fig. 

2 bears a message that should 
create a favorable opinion of the 
shoe merchant’s merchandise for gift 
purposes. It is wise to tell the people 
something that they will agree with 
because it makes a stronger impres- 
sion on the mind of the prospective 
purchaser. Christmas showcards 
should bear some kind of symbolic 
ornamentation. Cut-out holly wreath 
may be purchased from stationery 
stores and pasted on the cards. These 
come in various sizes from 3 inches 
in diameter to 8 inches or larger. 


Quickly Prepared Units 
It is not hard to follow the sugges- 


HE rest of the display needs 

practically no description. A 
disk of heavy cardboard, red in 
color, or covered with red crépe pa- 
per, with its softer effect is shown 
with a holly wreath attached to its 
center. ; 

A vase or basket of poinsettias 
adds color to the display of footwear 
at Christmas and these may be free- 
ly used in the decorations. 


Decorative Window Panels 


HE decorative panel illustrated 

in Fig. 4 may be secured from 
the local sign painter. The panel is 
cut into the shape of a pointed top 
window and the window and picture 
painted on it. Any winter or Christ- 
mas scene will serve this purpose. 
The local sign painter may even have 
a design ready that he could work 
up for the shoe merchant in a f 
hours. It is worth inquiring into 
it is desirable to introduce 


gt EE 


LE 
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Compel Attention to Your Window Displays 


Schack’s 
Wonder Lights Will Do It! 


SEN 2 I IR 
Order Today for Immediate Delivery 


Schack’s Wonder Spot or Flood dinia Par eae es 
. ° ese lamps are made of Rayalium, the only 
Ligh ee comp lete with 6 color metal in the world that will not corrode, rust or 


screens. tarnish. There is no breakage and they will not 
burn off like glass with mirror back. They will 
ife ti Guaranteed for 20 years * 


last a life time. ° 
e Each lamp is equipped with shutter, 4 foot 
cord, 6 color screens and standard screw base 
— Electric Lamp not 


plug and socket that will fit any installation. 
included. Use a 200 
State whether Spot or Flood light is wanted. watt Mazda Lamp. 


Schack Artificial Flower Co. 


Downtown Salesroom: 


Main Office and Factory: ° 
134-140 N. Robey Street Chicag oO 63 E. Adams Street 








CORRECT CHRISTMAS GIFTS 
What is more appropriate than a pair of beautiful shoe 


STORE trees? Our patented trees are novel in design, self- 
adjusting. One tree fits all sizes. Sell year ’round. 


SEATING 


FOR WOMEN FOR WOMEN 
Beautifully nickel plated Come in ebonized and French 
In individual cartons. Biue ends. Nickel fixture. 

$7.50 per doz. $4.00 per doz. pairs. 


Ritz Tree for men, Ebonized ends, nickel fixture $5.40 Doz. pres. 


U. S. SPECIALTY MFG. CO. 
W. SOMERVILLE, MASS. 
“The shoe tree house of America” 


100% PROFIT 


A bie poresntnte of you counts seul see 


Pores a Arch Supports 


























Chairs of artistic design at absolutely 
lowest prices. 

An all veneer chair and an all up- 
holstered chair 


ARE CONSTANTLY IN STOCK 


Send for illustrated circular of other styles. Write for illustrated, descriptive fold how 
° ° . coseetiats these eevee protiee wile ediieg teem 

Educational Furniture Corporation 
723 Seventh Ave. New York, N. Y. MAYER ARCH SUPPORT CO 
Distributors Wanted. 1809 Center Street Milwaukee, 
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Windows. 
That Sell Shoes 


Modern Kawneer Show Windows are daily 
pulling customers into the stores of thou- 


sands of successful Shoe dealers. 


These merchants know from experience 
that their modern Kawneer Windows make 
possible the sort of displays that will let 
their merchandise sell itself to best advant- 


age. Many of these merchants are more 
than paying their rent from these window 
sales. Let us show you how a Kawneer 
Front will pull big profits for your store. 


Fill out and mail the coupon today. 
Just pin it to your letterhead. 


Kawneer 


SOLID COPPER 





THE KAWNEER COMPANY 
4213 Front St., Niles, Mich. 


Please send me one of your new 
Books of Design. 


Name 





Address 
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FLOOD-O-LITE JR. 


The Ideal Spot-Flood Light for 


Christmas 
Windows 


THERE’S nothing like attractive color- 
lighting to beautify Christmas windows, 
and the striking, spectacular effects which 
FLOOD-O-LITE JR. makes possible can- 
not help but compel attention to YOUR 
windows and CREATE ADDITIONAL 
SALES. 

And FLOOD-O-LITE JR. can be used to 
excellent advantage on scores of other occa- 
sions when you want to put special em- 
phasis, punch and selling power into your 
window displays. 


Enduring Lustre 
STERLING SILVERED GLASS Reflec- 
tors used on FLOOD-O-LITE JR. are 
durable, serviceable and guaranteed to retain 
their ENDURING LUSTRE for years. 
They will not check, peel, tarnish or dis- 
color like reflectors made of metal. 


Furnished Complete 
Ready to Attach 


FLOOD-O-LITE JR. is equipped with 
combination base, which provides a 7-inch 
weighted portable base for floor use or a 
3-inch flange base for attachment to wall, 
ceiling or transom bar. Furnished with 


guaranteed STERLING Reflector, four 


colorlites and attachments, 5-foot cord and 
separable plug for connection to any ordi- 
nary electric light socket. Unit can be eas- 
ily and quickly assembled with the use of 
an ordinary screw driver. Finished in ‘rich 
Indian Brown Enamel. 


Price complete 


Reflector & Illuminating Co. | 


Representatives in All Principal Cities 
1413 WEST JACKSON BLVD. ~ 
CHICAGO U. S. A. 








%& = Great Britain yy 





The Shoe Trade Journal 


is the oldest established Shoe 
and Leather Trades Paper in 
Great Britain. 


Established 1869 


Our Advertising Tariff will be 
supplied by the Boot and Shoe 
Recorder, Boston, Mass., upon 
application. 


THE SHOE TRADES JOURNAL 











We are always glad to make 
Greeley Boudoirs better known by 
means of samples and prices. In 
fact we take pride in showing 
their unusual style and perfect 

workmanship. 


Why not write us today? 


A. W. GREELEY 


Manufacturer 


Haverhill 
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Adler-Jones 
Decorations 
For Your 
Xmas Displays 
Beauty and grace must 


. be an integral part of 


any decoration — but 
they must go further— 
they must be built with 
the thought ever fore- 


most—will ring 
you additional business ' 
Adler-Jones decorations 
do just that thing— 
they are customer pull- 
ers. 
Before planning your 
Christmas windows and 
interiors get a copy of 
“The Guide to Better 

Window Displays” 


The ideas and decoratives 


shown will be a revelation 


to you. You may have a 


‘free copy. 


ae 
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Fairy Forms 
Will Increase Your 
Shoe Sales 


By producing color harmonies in your win- 
dow and counter displays—never before possi- 
ble—by attracting the attention of the passerby 
—by enhancing the light, airy style lines of 
the modern models—Fairy Forms will im- 
prove shoe displays almost magically. 

The striking effects produced by Fairy col- 
ored forms add that snap and style to a shoe 
display that has been impossible in the past 
without the use of expensive display plans. 

Fairy Forms are very light, exceedingly re- 
silient and transparent—yet—they will hold 
their shape permanently and will hold up the 
character lines of shoe or slipper beautifully. 


Insist on having 
FAIRY DISPLAY FORMS 
with your next shoe order 


The manufacturer from whom you buy your ne 
will gladly supply you with Fairy Forms made to fii 
his shoes. Molded on his own ne they will accurately 
tree the model you purchase. For this reason your 
manufacturer will gladly see that your display shoes 
are Fairy treed. 

Fairy Forms are available in toe, half and. full 
forms—in white, transparent and colored models. 

Free Sample furnished on request. 


Visit Our Display at The 
Louis 


Style Show 
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To Close Out 





Black Velvet D’Orsay Opera 


Black Satin Stripping 
Along Vamp and Quarter 
Medium Toe 15/8 Spike Heel 


$3.85 net per pair 


in 36 pair lots 
(AA-5) (A-12) (B-13) (C-6) 


CLEAN HIGH-GRADE SHOES 
THE PRODUCT OF A WELL KNOWN 
BROOKLYN MANUFACTURER 


SANCO CORPORATION 
47 W. 34th St. Room 553 
New York City Marbridge Bldg. 











Women’s Comfort Turns 


Genuine Black Kid, 
Solid Leather, Rubber 
Heels, 3 to 8, C, D, E. 


One Strap $1.20. 
Oxfords $1.75 
Plain toe or tip. 

Less Than 36 Pair 

Lots—15c Extra 







Terms: 2% 10 Days, Net 30 


Philadelphia Shoe and Leather Co. 
1839 Wylie St. Philadelphia 























Do You Know What 
a Stogie Is? 


Or a Slunk? 
Or a Skiver? 
Or an Everett? 


All the unusual names used in the 
shoe and leather industry, as well 
as those in everyday use, have 
been brought together in one 
compact volume—the fifth re- 
vised edition of the 


Shoe and Leather 
Lexicon 


But it is more than a trade dictionary 
—for in it, in addition to trade defi- 
nitions compiled by shoe and leather 
authorities, are to be found correct 
anatomical drawings of the foot, tables 
of foot and last measurements, stand- 
ard carton sizes, systems of size mark- 
ing, hosiery sizes, how to figure profits, 
classification of leathers, standard size 
lengths and many other features. 


An invaluable book for everyone con- 
nected with any branch of the shoe 
and-leather industries. 


— 


The Price Is Fifty Cents 
(Cash with Order) 
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Start the New Year Right 


and Set 100% Value 
from 
Your Display Windows 
in 
1927 
with the 


NEW 
IMPROVED 


RECORDER 
SHOW CARD SERVICE 


Orders Mailed Now Start with January Cards 


4 BEAUTIFULLY EMBOSSED ART 


LEATHER FRAMES (like above) 7% 
~ $ “pOO,,, | 
8 CARD INSERTS EACH MONTH . Dey month 


50 BLANK PRICE TICKETS 


Double Service: 6 Frames and 12 Cards per Month - - $4.00 Per Month 





Bai. ALSO 
COUPON THE RECORDER STOCK RECORD BOOK 
Recorder Show Card Service 
ee io West Madison St, FOR COMPLETE AND ACCURATE 
our order for the STOCK RECORD KEEPING 
EnooRDSE SHOW CARD SERVICE 
to. pay you $500 ‘per ‘month for this Mailed Postpaid on Receipt of 
ie Your Check 


We 


dren’s Shoes and H 
(Cross out lines not carried). 


prefer the (Grey) (Bronze) Mat r $ 50 
beard pene . 
Letter our on the mats as per 
coupon. 


copy Aa ay to to this 


We 


earry Men's, Women’s and Cait, 
osiery. 


| THE RECORDER SHOW CARD SERVICE 
189 W. mR Te rcs 


eee ee eee eee eee Pe eee eee eee eee 


eee ee eee ee es 
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MIRRO-LITE 


Patent Pending 


Another Snyder Suc- 


Cess. 


Mirror like in effect 
—you will want to see 
its opalescent bril- 
liance. Available in 
Grey, Parchment, 
Blue and other ap- 


proved colors. 


Snyder now offers the 


latest paisley effects 
on goat skins. 


You will find your 
answer for spring 
colors in Snyder 
leathers. 


Boys’ Goodyear Welts and McKays 
—In Stock 


No. 20, Light Tan Bal. Goodyear Welt, Brass 
Eyelets, Storm Welt, scalloped tip, rubber heel, 
125 last. 
9 to 13% $2.20 Terms: 
L. - 3 2.50 5% 10days 
2% to 6 2.65 2% 30 days 
6%4' to 10 2.85 
Same in Black, No. 21. 
Other Goodyear Welts and McKays in stock. 
Makers of Boys’ Shoes Since 1906 


HARRISON SHOE COMPANY 


186 Lincoln Se. Room = eats tener Mass. 


a eee Rim aac iri actrees 
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BOSTON 
63 SOUTH STREET 





THE JODHPUR 


A RIDING BOOT AS 
ORIGINATED IN INDIA 


It has developed 
a great vogue 
with really 
smart people. 
Ours are - 
lish made 7 
rectly imported 
and made of the 
highest grade 
English leather 
—by crafts- 
men schooled in the art of ——— The 
Jodhpur represents the perfection of style 
and quality. 


IN STOCK 
Tan Willow—Black Calf 
and Patent Colt 
For Men and Women 


COLT CROMWELL CO., Inc. — 


594 Broadway New York City 


Catalog of imported ee field and weagen~ motte riding 
accessories } 
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M. C. Galvin, who covers the 
Eastern States for the Jas. A. 
Banister Co. 


BOOT AND SHOE RECORDER 


Hal Fairfield, who travels the North- 
west for the A. E. Nettleton Co. of 
Syracuse, N. Y. 





Harland F. Wright joins the style 
department of The International 
Shoe Co. 


Who’s Who on the Road 


The Men We Tell About Are the Ambassadors of Trade 
They Carry Shoes and Merchandising Ideas into Every Town 


C. GALVIN, who travels the 

@ Eastern States for The Jas. 
A. Banister Co., made a visit re- 
cently to his many friends in the 
Boston trade. 


BUNCH of shoe selling enthusi- 

asts gathered around the 
boards in the dining room of the 
Statler, St. Louis, recently, and held 
a friendly “get-together” over the 
tea, or coffee cups. “Daddy Earle” 
presided. Among those present 
were: Buford McWhirter, Dave 
Davis and Lou Gersom. “Daddy” 
writes en route to the extreme 
South that trade has been extreme- 
ly good and that he took very good 
business out of Chicago. 


AL (H. H.) FAIRFIELD, who 

for the past ten years has 
traveled the Northwest for the A. 
E. Nettleton Co., is now on his 
“quarterly” vacation in the Maine 
woods, just outside of Alfred. “Hal” 
has finished his spring trade and 
when he goes out on the road again 
he will be selling ’em for fall. His 
“modus operandi” is twelve 
his territory and then twelve 


it 


in the Nation 
BY HELEN M. HANEY 


spent in “the Great Outdoors” with 
his gun and his dog, “Pal of Avon- 
dale,” a registered English springer 
spaniel. “Hal” says that his busi- 
ness was better than last season; 
that he notes a general tendency to 
buy higher grade shoes, and that the 
demand is about 50-50 on black and 
light tan calf skins in conservative 
types, with many black kids and 
kangaroos for “the older man.” 


ILLIAM E. (“PINK”) GER- 

RISH, who travels New Eng- 
land and New York for Dodge Bros., 
Newburyport, Mass., reports that 
black ooze has been a good seller. 
Among his new creations for spring 
are high tongued paneled high heeled 
pumps, ties, plain pumps, and one- 
straps, in a.wide variety of new 
colors, among them Spanish raisin. 


EORGE T. CUMMINGS, who 

covers the Middle West for L. 
B. Evans’ Sons Co., is now out with 
his. new ladies’ line for spring. 
George incidentally did a good busi- 
ness on the L. B. Evans holiday slip- 
per line. ' isis 






ARLAND F. WRIGHT, for- 

merly with Wright-Gorevitz- 
McNamara Co. of Haverhill, Mass., 
is now a member of the style depart- 
ment of the International Shoe Co. 
of St. Louis.. Mr. Wright’s experi- 
ence in the shoe game is wide and 
varied. He is a practical as well as 
an original designer of women’s nov- 
elty footwear. He was formerly con- 
nected with Hallahan & Sons Co., 
Philadelphia, Geo. E. Keith Co. of 
South Boston, and later with the 
Whitcomb and Ideal pattern com- 
panies, both of Haverhill. Mr. 
Wright will assist E. C. Hyde of the 
International Shoe Co.’s style de- 
partment. 


J E. WILLIAM PRESCOTT, sec- 








BOOT AND SHOE RECORDER 


TERED 


November 27, 1926 





“CAPEZIO’S BALLETS” 
—The Slippers They 
All Ask For. 


In Pink 
Professional Satin, White 
Hard and Satin, Black 
Soft Toe Kid, Black 
Slippers. Satin and 

White Kid. 


Professional dancers and teachers of dancing 
everywhere recognize the superiority of 
CAPEZIO Toe and Ballet slippers over all 
others. Better stores know this and keep an 
= uate stock of these slippers always on 

and. Are you one of them? If not, we shall 
be glad to tell you about our dealers’ co- 
operative plan. 


We also carry in stock Aluminum Taps for Tap 
Dancing Shoes, priced at $9.00 per dozen pair. 
2%: net 30. °Regular retail price is $1.50 per 
pair. 


Let CAPEZIO fulfill —_ requirements for the 
professional dancer trade. 


20g, 


Established 1887 


209 West 48th Street 








New York City 








ham 


\ 


~ Plant For Salé(-«: ¥ 


S Qcét the Center Mey 


Located in the 
World’s Greatest Market 


More people live within 50 miles of this 
New York plant than the combined popu- 
lation of the seven next largest cities. 

Unsurpassed distributing facilities now 
to the entire Metropolitan area. Speedy 
deliveries will be further increased by the 
new Vehicular Tunnel and Electric Ferries. 

This plant has Hudson River frontage— 
free lighterage—private steamship pier— 
R.R. sidings connecting with 8 trunk lines. 
Flocr space in units of 25,000 to 200,000 
sq. ft. Vacant land for separate plant, 
storage or expansion. Ready to move into. 

For sale or lease—all or part— 








IN STOCK 
Rhinestone Trimmed 
Pump Straps 


IN PATENT, SATIN AND COLORED LEATHERS—$9.00 
PER DOZEN PAIRS. ALSO IN PLAIN PATTERNS AT 
LOWER PRICES. 


Laing, Harrar & Chamberlin 
43 N. THIRD STREET 
PHILADELPHIA, PENNA. 





NO. 600 BLACK KID 


MADE ON RIGHT AND LEFT LASTS 
Woman’s 2% to 8 $1.45 
Misses’ 1144 to 2 1.40 
Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 
IN STOCK 


Write for complete catalog 
e 


a 
BROOKS SHOE hr G 


1725-35 No. 6% Street Philadelph 





Che Breakers 


ATLANTIC CITY 


Preferred—in Autumn and all seasons—by 
those who know and want the best . . . either 
upon the American or European plan . 
and sensible rates withal. 


Health Baths, Golf Privileges, Orchestra, 
Dancing. Garage on premises. 
_ JOEL HILLMAN, President 
JULIAN. A. HILLMAN, V.-President 











An error was madg in the advertisement of 
ABE MANHEIMER & CO., INC., ST. 


LOUIS, on page 79 of Boot & Shoe Re- 


corder, November 13th issue. The price 
of Jewelers Enamel Buckle No. 2043 should 
have been $1.25 instead of $2.00. The Cut 
Steel Buckle No. 10151, shown on shoes of 


feature figure are $2.00 per pair. | 
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Eli Soliman, who covers Arkansas, 
Alabama, Mississippi, Louisiana and 
Memphis, Tenn., for the Betitman- 
Dunlap Unit of the L. A. Crossett 
Co. of North Abington, Mass. 









ILSON CONNOLLY, who 

joined the salesforce of the 
Boyden Shoe Manufacturing Co. on 
Sept. 1, has started off his first sea- 
son with this house “with a bang.” 
Within two weeks after receiving his 
samples he sold an opening order to 
a new and exclusive men’s shop in 
San Francisco—Booker & Peterman, 
which commenced business Nov. 20 
at 352 Post Street. This. concern 
will feature nothing but Boyden 
shoes. Wilson was on hand for this 
concern’s “début.” “Black shoes 
after 6 p. m.” is the Boyden slogan. 

















(Mla Os wa animate” 





UFORD McWHIRTER, who 
represents the Interstate Shoe 

Co., Manchester, N. H., is secretary 

of the Southwestern Shoe Sales- 
men’s Association. Buford says that 
80 per cent of his association is 






insurance feature. Buford plans to 
“hit” St. Louis for the Shoe Style 
Pageant and will be a conspicuous 
figure at the salesmen’s “get-to- 
gether” to be held during the big 
Footwear Fashion “confab.” He is 
a past president of the National and 
has always been an energetic N. S. 
T. A. worker. 


ah Ret ake ne 


ALPH J. GOLDMAN, who rep- 

resents the Diamond Shoe Co., 
New York, in Eastern Pennsylvania, 
and Harry H. Klein, who represents 
the Crescent Shoe Co. of New York 
in the same territory, narrowly 
escaped instant death recently as 


+ age 
- 7 


“signed up” for the N. 8. T. A. group 
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the result of an automobile acci- 
dent. Both men were riding in 
Mr. Goldman’s car. Near White 
Haven, Pa., the car skidded on the 
narrow mountain road and then 
somersaulted. When the car finally 
halted, it rested squarely on its top, 
with its four wheels up in the air. 
Mr. Goldman attributes their escape 
from being crushed to death to the 
steel chassis of the car, which held 
intact. Despite the “big thrill,” 
both men are out again on the job 
and are calling on the trade as usual. 


MIL GAROFALO, president and 

sales manager of Garofalo Bros. 
Shoe Co. of Brooklyn, has extended 
his territory to include the larger 
cities in the Middle West and New 
York State. He recently made a trip 
to Boston and Philadelphia and has 








Emil Garofalo, president of Garo- 


falo Brothers Shoe Co. His terri- 
tory has been extended to include 
the larger cities in the Middle West 


and New York State 


opened several new accounts. Some 
months ago the firm moved to new 
and larger quarters at 58 Walton 
Street, where they have been able to 
Mr. Garo- 
falo plans to show the line at the 
many conventions to be held in the 


greatly improve the line. 


near future. 


AM P. O’SULLIVAN, for 


91 


RTHUR McDONALD left Lowell, 
Mass., on Nov. 15 to cover the 
Western Coast for the C. V. Watson 
Co., makers of women’s novelty 
shoes, specializing exclusively on 
“fast selling style footwear,” writes 
Mr. McDonald. He adds, “I want 
the shoe world, particularly the Pa- 
cific Coast, to know of my very for- 
tunate connection through the Shoe 
Traveler pages of the RECORDER. 
You have always been so very nice 
to all of us boys.” 


ARREN SHARP of Spring- 

field, Mass., who formerly cov- 
ered New England for Lape & Adler 
Co., is dead. Mr. Sharp was 48 years 
of age. He was a favorite with the 
trade to which he had devoted practi- 
cally his entire business life. He for- 
merly. represented Hutchinson & 
Winch. Mr. Sharp was a policy- 
holder in the new N. S. T. A. group 
insurance feature. He leaves a 
wife. The B. S. T. A., of which 
he was a member, was represented 
by a delegation at the funeral and 
also by a floral tribute. 


EWIS L. ENOW, who had a “long 
stay of it” in hospitals during 
the past summer, writes that he is 
now “fn the pink,” and he adds, 
“Ain’t it a grand and glorious feel- 
ing?” He has also added more ter- 
ritory and will cover New York, New 
Jersey, Pennsylvania, Baltimore, 
Washington, D. C., and Virginia for 
the recently merged shoe concerns 
of the Hazen B. Goodrich & Co. and 
the Bradley Shoe Co. His headquar- 
ters will be in the Marbridge Build- 
ing, New York City. Mr. Enow will 
be off with his new samples to see 
his big trade friends about Dec. 1. 


7. 
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“SPRING-STEP" 
-the new Arch Cushion 


REG. U.S. PAT. OFF. 


Expert coaches designed it. The great- 
est players have tested and approved 
it. Dealers are boosting it. Only out 
a few months and already a pro- 
nounced success. That’s the new 
NON-SLIP SOLE Spring-Step, the latest addition to the 
line of indoor athletic Keds. 
Ask the Keds salesman to show you a 
sample of the Spring-Step. You will 
find that this new style will attract the 
basketball trade and will build up 
your profits, 


‘United States Rubber Company 


PURE GUM SOLE > ean eae iar Fees fae 


te ek mat elt lO ot eet lle ee OE 


WIDE INSTEP STAY 


IMPROVED 
LACING STRIP 
CONSTRUCTION 


RIBBED GUM __| 
FELTEX 
INSOLE 


CUSHION 
Sponge Rubber ) ; 
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More Rubber 
Shoes Sold 


By Xmas Gift 


Displays 


Talk to Tots 
Thro’ Toyland 


Trims 


In Windows, in News- 
paper Ads, and in 


Direct Mail. 


HANKSGIV- 

l ING DAY over, 
and Christmas gift 
buying “on!” Have you 
ever thought of featur- 
ing your stock of rub- 
bers and canvas rubber 
soled shoes as a very 
salable part of your 
holiday § merchandise? 
If so, there is no time 
to be lost in arranging 
a holiday window, in 
making arrangements 
for some customer-ap- 
pealing newspaper ad- 
vertising, and in a list 
of some .clever, direct- 
mail literature to your 
trade—preferably a “fac- 
sim” of your own hand- 
writing and signed by 
you, in the popular mul- 
tigraphed style. 


N these direct ap- 
peals going into the 
homes, do not neglect a 
special letter to the little 
folks. We are printing 
herewith a suggestion 
for one, with cut of a 
special “cover” for a 
four-page message. 


When you talk especially 


to the “kiddies,” you are 
talking the most strong- 
ly to the grown-ups. 
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This illustration show. 
a5 « 6 four- 
folks might look. The 
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Here is a asta holiday trim which will sell more pairs of rubbers, rubber 


boots and canvas rubber soled “gym” shoes 







SomE WAYS To GET To 
ToY LAN D 









$ the way the front cover of 
e “letter Pt sn Santa” to the little 
letter printed at the ros 


of this illustration might appear on the- third: 
of, thle Soden, Sinem, Se second. Oat Fees 


might be further ornamented with : 
might ‘be farther ornamented with Tine cul of toys, 
“do the trick.” It is more effective in 

and green on white stoc 





TOYLAND 


Name of shoe store..... 


Name of city.......... 







Toyland and rubber shoe 
land, with heaps of good 
things for all little boys 
and girls, and RUBBER 
BOOTS—NICE LONG 
ONES, LIKE DAD’S! 
SOME ARE RED AND 
SOME BLACK WITH 
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WHERE TO BUY 
Men’s Shoes 








(x. A. PACKARD CO., Makers 
BROCKTON __, 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


BH. W. COOK, President 
N. Y¥., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 






































Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
suaeeve Fn Me a 

saver in m 
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What Is Selling 


Left—Cherry patent going strong, reports our 


November 27, 1926 


Los Angel t. This 





receives corroboration from Mandel’s who are featuring this high “heel ‘pump in their 
Leos Angeles shops 


Center—The Redford-Powell Shoe Co. of Kansas City, Mo., features this shoe at $8.50 
with 


in all patent, also in patent 


colored kid trim. 


Right—This is the so-called “Luxury” model, an oxford type selling freely in the 


Nisley store in Buffalo, N. Y. 


Comes in sauterne trimmed in Hamstead brown. 


An Exclusive Recorder Feature Covering the Entire Country 
in a Telegraphic Style Survey, Giving Positive 


Information 





EORGE CHEESEBROW of E. 
E. Atkinson & Co., St. Paul, 
Minn., reports that they have re- 
ceived their second order on this 
alligator oxford and that they are 
selling nicely. They report black 
patent on narrow straps and opera 
pumps leading at present. 


HE Radford Powell Shoe Co., 

Kansas City, Mo., reports that 
their Daytona model was a good 
seller, but is slow now. High heel, 
fancy lace oxfords, simple one 
straps and pumps in patent leather 
over medium stage lasts are volume 
sellers. In pattern, shoes reptile 
trimmed and two tone effects sell- 
ing big in broad toe welt oxfords 
with twelve-eight heels. 





HE Beeler Coffin Shoe Co. of 

Knoxville, Tenn., report that 
their cherry patent one strap has 
been admired and sold pretty well. 
Black patent leather leads all leath- 
ers with tan ties second and third 
black satin pumps and one strap. 


J. WALLACE, manager of the 

@ shoe department for Grace 
and Merit, Albany, N. Y., reports 
that the Valencia oxford proved an 
overwhelming success in every ma- 
terial and leather. Black and blue 
velvet, Colonial buckle pumps with 
French box toes and 38-inch spike 
heels, now in vogue for afternoon 
with a steadily increasing demand 
for one straps for evening in Bil- 
ver kid and paisley cloth. ~~ ° 
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What Is Selling WHERE TO BUY 


Men’s Shoes 


leila ah 

























HENRY LILLY Co. 
s, 88-90 Reade St. New York 
< AUCTION TRADE SALES 

of 


SHOES and RUBBERS 
























HAND TAILORED ' 
HAND LASTED 


Bion F- Revnoups Come, 
te] TON, MASSE " 











etre 













STOCK DEPT. 5 


SNAPPY 

Dereon: STYLES! 
“They've Got to Be Stetson 
te Be Snappy” 

THE STETSON SHOE CO., Inc. 

South Weymouth, Mass. 





























Left—An $8 seler in the line of the Philadelphia Shoe Co., San Francisco, worked 
out in two wood shades, also in patent. 












Sa ey re ee ree eee §6=—| WHERE TO BUY 
Mina, comes So three tlre —Sleuk, anther and sschagang: 4 mow enamplo of the Standard Shoe Materials 





all.over use of reptile grains in the oxford type shoe. 












HE Philadelphia Shoe Company ary and February, are all lined up 
of San Francisco, Cal., report for the tourist trade, so are the FANCY COLORS 
that wood shades have been a dis-_ retail footwear shops in Honolulu 
appointment to them this fall, sale with colored shoes. M A T K. I D 
of same being beneath expectation. Wetherby-Kayser Shoe Co. stores | 95 souTH STREET BOSTON, MASS. 
“The leading selling styles with us have sold more black shoes this . 
so strong they are beyond our past season than colors, with patent 
ability to keep up sizes are slip- doubling the sales of any other ma- 
ons with satins first, patent next. terial; quite a number of black 
Sale of cutsteel rhinestone buckles suedes and some black glazed kid, 
remarkable.” trimmed with patent leathers and 
colors moved well. 
ESMOND’S of Los Angeles; Pumps have gone over big. Just 
Cal., report that their boys 
oxford, wing tip, at $6.50 a good 
seller. Boys are demanding same 
styling as men’s shoes. 



















































have told Mr. Bush W SER 
never had so many bookings for has some white shoes com- deed - tet ate 
Southern California resorts as for ing for January and February de- Fibre Board 
this winter. Shoe stores at Pasa- liveries—principally .in white kid, d rm wid - 

dena, Santa Barbara, Del bus : ‘ 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


ll ell 





IN STOCK 
$1.00— 5% 10 
days; 


tun; rubber heel; 
rights and lefts: 3 to 8. 
WM. SUMNER SMITH 
$25 Monroe Street 


foot: 


REGISTERED 


The Quality 


Pullman Slipper — 
RED BLACK TAN 














Swan ShoeCo., Baltimore, Md. 











PARISTYLE FOOTWEAR MFG. CO., INC, 


41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 1116, 1328 B'way 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


we 








Novelty Slipper Co. 
Makers of 
Boudoir Slippers of the 
Better Kind 
121-131 West 19th Street 
New York City 














PULLMAN TRAVELING SLI 
better"than ever in Quality and fit 
cownery of Thade (ark Allman’ 
MADE ONLY IN GENUINE 


GLAZED KID 
lack and Brown 


full sizes 3 toll in Stock 


sowigese” GUSTIN LW O.. 
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WHERE TO BUY 


Store Fixtures 


hi ei ei i li eli i ali 


GOODWINDOWS 
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What Is Selling 








Top—A close approach to the “sensible 
appeal, 


”* walking oxford but with a distinct style 
selling readily at $7.50 in Tacoma, Wash., in the McDonald store at 943 
Broadway. 


Left—This is the Valencia, featured by Grace & Merit of Albany, N. Y. They pone 
it, and are selling it, in brown kid, rang meee and black velvet, with high and 
low heels 


Right—The Hahn store in Baltimore shows this walking oxford as the weather grows 
colder. 


dress sport styles this season. The 
call is for wood Cuban heels and 
high heels on dainty patterns to 
wear with the very short skirts. 
Genuine sport numbers are, of 
course, in a distinct classification. 
And as to the extent of the popu- 
larity on colors, the Wetherby- 
Kayser Shoe Co. executives think 
that will be regulated by the suc- 
cess of the tanner in getting a uni- 
formity of color in his various runs. 
Bundles of skins often show too 
many varying tones in one color 
and too many sizes in the skins, 
which make it difficult for . the 
manufacturer to cut out vamps, 
quarters and trims to advantage, 
all of which affects the price of the 
product. 


RANK J. CRAPO, manager of 

the shoe department in Frankel’s 
Clothing Store, states that the most 
popular selling shoe for young men 
is the Scotch grain. Broad toe 
styles are in great demand in all 
grades up to and including $10. 

Light tan shoes are still selling 
well, but there seems to be a grow- 
ing tendency for the darker, richer 
tans for fall. 

However, the demand for the 








ae 


black shoes has grown quite a bit, 
the percentage now being about 60 
per cent for the tans and 40 per 
cent for the black styles. 

The young and middle age men 
are buying oxfords almost exclu- 
sively, while the older men are 
sticking to high shoes for winter 
use. The percentage of the latter, 
however, is so small that it hardly 
cuts any figure. 

The sale of oxfords, on the other 
hand, has stimulated the demand 
for spats. Men are willing to con- 
cede a point to the ladies in the 
matter of wearing low shoes in 
winter, as well as in summer, but 
they feel the necessity of including. 
spats. 


» 


RANK H. SPARGUR, assistant 

manager of the Pocock-Wolfram 
Store at 520 Euclid Avenue, Cleve- 
land, states patent leathers are the 
big sellers with tan going well. 
High heels continue in vogue. Mr- 
Spargur says that new color com- 
binations have been added to the 
stock. A suede shoe with-cherry 
patent tongue bids fair to be a good 
seller. This shoe has also been 
out with a gun metal tongue. — 
two models have only been in two: 
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Top—Not all the young men of the West Coast demand extreme broguey styles. 
Pictured here is a more conservative model selling well in the Los Angeles stores of 
° A. B. Young in black and tan. 


Left—Wetherby-Kayser feature this blucher oxford in brown Scotch grain at $15. 


Right—Do; for boys. 
Desmond's in Los Angeles. 





weeks and are already attracting 
considerable attention. 

According to Mr. Spargur this 
will be a big buckle season. The 
tendency in the hosiery line has 
been toward the darker shades. 


N Detroit black predominates in 

both women’s and men’s foot- 
wear. Women prefer patents, but 
satin, kid and suede are sharing 
this preference. The dark brown 
shades are also competing strong- 
ly for a high place in sales. There 
is a diversified demand for types 
running all the way from the dainty 
one-strap to the broguey oxford. 
Red patent and blue leathers are 
having a little spurt of demand, 
but is probably due to the small 
quantities buyers stock rather than 
to any wide-spread call. 


C. MONNETT, owner and 

@ manager of “Monnett,” Co- 
lumbus, Ohio, says, as do the ma- 
jority of Columbus shoe merchants, 
that black patents are far and away 
the best sellers. Chanel patents 
and alligators are proving increas- 
ingly good, however, while he has 
had a sustained good sale for more 
than a year on a special type, two- 
eyelet deerskin pump. An alliga- 
tor pump with twenty-eights heel is 
the best seller, but the scalloped 
top pump with ribbon tie and high 





At $6.50 this shoe is being sold in fair volume by 
This particular model is shown in popular light tan calf. 







tongue and the single strapped ox- 
ford with ivory pipings on vamp 
have proved equally popular in 
Chanel patent. 


W H. PARKINSON of Knox- 
eville, Tenn., reports - the 
plain patent leather pump with 
spike heel and very large cut steel 
or rhinestone buckle has proved a 
very popular number for both the 
semi-dress and street wear. A ten- 
dency is now beginning to show for 
the high strap patent leather with 
a 8-in. heel, and the management 
believes the. next few weeks will 
show this number up as a best 
seller. 

They are handling no velvets and 
few satins, the majority of the 
latter being made up for evening 
wear. This shop specializes on 
tinting the white satin slipper any 
desired shade and are doing an ex- 
tensive business in this side line. 
A white satin strap slipper with a 
silver strap and heel or gold strap 
and heel is proving a favorite for 
evening, particularly among their 
patrons who prefer their slippers 
dyed to match the evening gown. 
The clientéle of the Peacock Shop 
are rather conservative in their 
tastes, and while the reptile 
trimmed shoes are being handled by 
them, they do not lead as favorites. 





WHERE TO BUY 
Ballet Shippers 


or 





Aes ee 





unusual 
~ 8102 Bik. Glazed Kid, Soft Tee 
Gees 6 te ti—6i. 
11% te 2— 
Wemea's, Ayal 
Ales Herd Tees 
SCHWARTZ q HERDER, Inc. 


Specialists in Manufacture 
241 No. 1ith Street - Philadelphia, Pa.” 










BALLET SLIPPERS—IN STOCK 
of id ; ‘ 

















+ 









IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.25 pr. 
Misses’ 
$1.20 pr. 
Childs’ 
$1.15 pr. 


147 Duane Sts New York, N.Y. 




















LYONS AND COMPANY 
Hand Tern BALLETS 


‘Wo's.” Miss’. © Olid’s. 
$1.50 $1.45 $1.40. 

























































































WHERE TO. BUY 


Miscellaneous 








‘ Producers of Distinctive 
Shoe Booklets |’. 


201 South S aes <r th 


ATLANTIC PRINTING CO. 7} 























Telephone, LiBerty 8673: - | 
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WHERE TO BUY 


Women’s Novelties 


Ci ie lin eel edn 





See our complete 
lines at Hotels Stat- 
ler 

St. 

Week. 

samples—our expense. 








Latest Styles at 
Popular Prices 
in Stock. ~ 
ST.-NEW YORK CITY 














ok 


WHERE TO BUY 
Stylish Comfort Shoes 


Ol i 





ee ee 








DR CAMPBELL’S 


HEALTH SHOE 


Ask to See Other 
New Styles 


Powell & Campbell 

















122-124 Duane 
No. 1710 Street, 
to D New York City 
ee a) id 








WHERE TO BUY 


Shoe Ornaments 


a a el 7.9" 











SHOE ORN. 
Studded Heels ~ 
6°8W.32ndSt.New 





WHERE TO BUY 
Children’s Shoes 








“ELAM” | 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 
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When the Berengaria docked recently in New York City she carried so 
many shoe and leather men that it might well have been a convention. 
Shown in this group, snapped by the ship’s photographer, and reading left 
to right, are John C. McKeon, of Laird, Schober & Co.; L. H. Gilson of 
the Barbour Welting Co.; Louis Friedheim, of F. Hecht & Co.; Burnett 
W. Strauss, of American Hide and Leather Co.; J. L. Schober, of Laird, 
Schober & Co., and M. J. Frank, of M. J. Frank & Co. 








What Is Selling 


N ‘Los Angeles blacks in patents 

and satins have held the front 
of the stage. Sales on these shoes 
was away beyond all others. Cherry 
patents came to the front in the lat- 
ter part of the month and helped 
the novelty situation appreciably. 
This brilliant leather is used in 
trimmings and ornamentation to a 
large extent. 

Men’s shoes seem to be totally 
without interest. The volume of 
sales will probably equal that of 
last year, but no marked increases 
are shown. Some of the better 
grades continue to sell in nice 
quantities, but the intense compe- 
tition on cheaper grades seems to 
divide the business into unsatis- 
factory proportions. 

Rains are promised by the 
weather man, dated to arrive soon. 
That will be a welcome advent. 
Business needs the stimulant of 
cooler and wet weather. 

Snakes and other reptile leathers 
seer to be gradually declining in 
popularity. This is especially true 
in the higher grades. As it always 
happens, the duplication of styles 
in lower priced goods causes a fall- 
ing off of reptile trims in better 
shoes. 





ANAGER Grannary of the 

Buffalo Walk-Over Shop, says 
that black is the predominating 
color in both men’s and women’s 
shoes. Medium toe lasts are sell- 
ing better in women’s wear with 
the broad toe doing better in men’s 
shoes. Plain patterns are finding 
the higher favor with the women, 
with the black patent leather shoes 
the best individual items. However, 
Mr. Grannary reports that the high 
style oxford, the one-strap pump, 
and the Gore pump are all selling. 


N Baltimore shops catering to 

the best trade in women’s shoes 
report a definite tendency toward 
suede, with black in the lead 
and the various browns running 
close behind. In the majority of 
exclusive shops patent leather sales 
are-holding up, this leather being 
almost as popular as suede for af- 
terncon wear. . 

For morning wear the reptiles 
continue popular, particularly the 
alligator oxfords or the combina- 
tions of alligator, snake or lizard 
with kid or calf. ; 

Gold and silver, in kid rather 
than fabric, are in great demand 
for evening wear, and buyers pre- 
dict that this should hold Fass 
the winter months. Few de 


are shown. 
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The Business Barometer 





Business Changes 


Mena, ArRK.—Burnett Shoe Store, 
shoes, etc., reported closing out. 

Rocers, ArK.—Hodges Bros., shoes, 
etc., dissolved partnership — succeeded 
by Guy Hodges. 

Cu1caco, ILu.—John Ball (Hegewisch 
Dept. Store) (13338 Baltimore Ave.), 
shoes, etc., reported selling or sold out. 

John W. Bogaczyk (J. B. Shoe Store) 
(1522 W. 5ist St.), shoes, reported sell- 
ing or sold out. 

LAWRENCEVILLE, ILL.—Hyman Frockt, 
shoes, etc., removed to 206 E. Market 
St., Louisville, Ky. 

Spmit Lake, lowa.—Kraft-Walston 
Co., shoes, etc., sold out branch store at 
Sibley, Iowa., imown as Kraft Clothing 
Co. 


Boston.—Alpert’s Shoe Shop (60 
Cross St.), shoes, succeeded by Charles 
Weiner. 

GLENDALE, CAL.—Jay E. McClellan, 
shoes, succeeded by W. A. McGowan. 


HAVERHILL, Mass.—Katzman-Rosen- 
gard Shoe Co., shoe manufacturers, in- 
oe with authorized capital of 
$18,000 

Lewes, Mass.—Peters Shoe Co., Inc., 
shoes, changed to Peterson’s Shoe, Inc. 


Lynn Modern Shoe Co., shoe manu- 
facturers, recently commenced busi- 
ness; incorporated with authorized cap- 
ital of $50,000 

S. Doorenfield Shoe Co., shoe manu- 
facturers, succeeded by Lynn Modern 
Shoe Co. 

SALEM, Mass.—Salem Stitchdown 
Shoe Co., shoe manufacturers, incorpor- 
ated with authorized capital of $50,000. 

Hate, MicH.—Rudolph Glass & Son, 
shoes, etc., reported removed to South- 
ampton, N. Y.—now in business as 
Rudolph Glass & Son, Inc. 

DULUTH, MINN.—Kenney & Anker 
Co., shoes, etc., reported going out of 
business. 

St. Louis, Mo.—Mitchell Stores Co., 
shoes, etc., incorporated with authorized 
capital of $20,000. 

Joseph C. Teper sy Shoe Store) 
(4214 Manchester Ave.), shoes re- 
ported sold out to Nathan Rudman. 


BuFFABO, N.° Y. — Buffalo Tanners. 
Tanners, recently incorporated. 

Ellsworth-Seifert, shoes, incorporated 
with authorized capital of $10,000. 


New York Crry.—Kellner Bros. (140 
Ave. C), shoes, dissolved postnaennty— 
succeeded by Abraham Kellner. 

Martin’s Men’s Shop, shoes, etc., in- 
00 with authorized capital of 

Tredrite Shoe Co., 
ated with authorized “or of haboo. 

Bon Jacques Frocks, shoes, etc., in- 
corporated with authorized capital of 


$10,000. 

Benjamin Lame errs ate (43-47 W 
1 ot) eee ae shoes, suc- 
ed by Rothman Shoe Mfg. Co., Inc. 


#3 _ week of 1926. 


BROOKLYN, N. Y.—Barnet: Goldstein 
ener s Bargain Store) (2469 Pitkin 

Ave.), shoes, etc., succeeded by Jack 
Goldstein; business removed to 2414 
Pitkin Ave. 


AuBurRN, N. Y.—Marshall, Meadows 
& Stewart, shoe manufacturers, recent- 
ly incorporated 

OmaHA, Nes.—Bittner & Bittner, 
shoes, reported going out of business. 

MrT. VERNON, N. Y.—Alfonso Pag- 
lillo (151 E. 3rd St.), shoes, etc., re- 
ported selling or sold out. 


East LIVERPOOL, OHI0.—W. H. Gass, 
shoes, reported sold out. 


Improvement 


The business barometer YY 
for the week, as shown by 
changes and reverses in 
the shoe, leather, and 
kindred branches of the 
industry, reported here- 
with, shows an improve- 
ment in the general trend 
of trade over last week. 
Failures and embarrass- 
ments were fewer — only 
24 against 26 for the pre- 
ceding week, wn those in- 
stances where shoes were 
specifically mentioned. 
Failures were fewer than 
for the corresponding 
If . the 
houses listed as “General 
Merchandise,” without any ie 
mention "of boots and 
shoes, are included in our 
business barometer, the 
ratio of improvement still 
stands the same, there be- 
ing only 34 for the week 
ending November 20, as 
against 37 for the preced- 
ing week, and 39 for the 
“nae g period of 


There are many new in- 
corporations in amounts 


va g from $10,000 to 
pan gos including $50,000. 


CINCINNATI, OHIO.—College Bootery, 
shoes, incorporated with authorized 
capital of $10,000. 

‘ Dover, Onto—M. D. Soules Co., 
shoes, etc., M. D. Soules, stockholder, 
discontinues business. 

OKEMAH, OKLA.—A. Jabara (“Grand 
Leader”), Foes etc., succeeded by 


vo aes 
ta, Pa—Samuel J. Katz 


(ares Bore Ave.), shoes, report- 
ed sold out. 


show, eter ncorporaied with authorized 
M Ww 

(isae ak se), after ee yhoo 
oa thse tates Vinveted Wt Seas 
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Business Reverses 


PELL Ata—Sam Franklin 
("Pell out Dry Goods Co.”), shoes, 
etc., reported receiver appointed. 


DENVER, Coto. — Herman H, Levine 
(1549 | po St.), shoes, etc., report- 
ed petitioned into ankruptcy. 


New. Mizrorp, Conn.—Joseph Fal- 
zone, shoes and repairing, reported as- 
signed 

New Haven, Conn.—William Ratner 
(Congress Ave.), shoes, reported - 
tioned into bankruptcy. 

DAYTONA, Fra.—Fifth Ave. Boot 
Shop (not inc.), shoes, reported peti- 
tioned into bankruptcy. Repo of- 
fering to compromise at 35 per cent. 

Aurora, Inu.—Carl J. Smith, shoes, 
reported petitioned into bankruptcy. 

Cuicaco, Iru.—Sam Flangel (237 E. 
35th St.), shoes, etc., reported peti- 
tioned into bankruptcy. 

Max Levitt (Mrs.) (5109 S. Halsted 
St.), shoes, reported assigned. 

National Shoe Store (“John Vandy”) 
(Vanderski, Propr.)~(2938 Milwaukee 
Ave.), shoes, reported assigned. 

Boston.—Stern Bros. Shoe Co. (40- 
42 Lincoln St.), wholesale shoes, re- 
ported petitioned into bankruptcy, by 
a creditors with claims aggregating 

902. 

Edward Adelson (Eddie’s Shoe Store) 
(30 Cross St.), shoes, reported 4s- 
signed. 

New Beprorp, Mass.—Isaac Cole- 
man, shoes, reported petitioned into 
bankruptcy. 

BUCHANAN, Micu.—Harry A. Jones 
(Economy Shoe Store), shoes, report- 
ed assigned. 

New York Crry.—Albert Siegler (45 
Clinton St.), shoes, reported offering to 
compromise at 50 per cent. 

United Comfort Shoe Co. (K 22 
Block) (1292 Washington St.), 
reported meeting of creditors pore 
uled. 

Bee-Wise Co., Inc. (850 Westchester 
Ave.), shoes, reported petitioned into 


bankruptcy. 
WasHIncTon, N. C.—Tankard & 
Robbins (Washington Shoe Store), 


shoes, etc., reported petitioned into 


bankruptcy. 

CLEVELAND, OHI0.—Rosko Shoe Co. 
(2257 Ontario St.), shoes, reported 
petitioned into bankruptcy. 

PirrspurRGH, Pa.—Averbach Dry 
Goods Co. (1211 Fifth Ave.), Reef 
ete., repo receiver a ted. 


New Shoe Stores 


Booker & ee er 352 Post 
San Francisco, (exclusive 
shoe shop). 

Golden’s Shoe Shop, 4146 Madison . 
St., Chicago, Ill. . 

Nick | eee Haldane, Ill., shoe de- 
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POSITIONS WANTED 
LINES WANTED 


ALL DISPLAY SPACE 
Five dollars 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
OTHERS 
7c per word. Minimum Charge $1.25 
per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 
Copy must be received at the Boot and Shoe Recorder, Sees See Sas Se 
advertisements be 


on Monday of the week of publication 
Otherwise insertion will be put over to the 


gh mg 2 coe 





published same week. 


following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when 
cialilitth; ay sand Giih iar Sia Gx din aoattions: 


: 























SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








We have an opening in the follow- 
ing territories: “Pennsylvania, New 
York, Indiana, Illinois, Kentucky, 
Georgia, Alabama and North West. 
Want representatives who cover 
territory close and are not afraid 
to work. Real money can be 
earned carrying our line in the 
above territories, as we sell the 
largest department stores in the 
country, and have substantial busi- 
ness with the smaller accounts. 
First letter, territory covered in 
detail, present connection, etc. 


RAMSEY’S INC. 
347 Rider Ave., New York City 


SPECIALTY SALESMAN FOR 
NEW YORK STATE WANTED 


We wish to secure the services of 
a specialty salesman to represent 
us in New York State ee 
“J. W. CARTER KANGAR 
SHOES” as a specialty and Kan- 
garoo exclusively. This line will 
be handled as a special feature 
proposition. None but experienced 
salesmen with a successful selling 
record will be considered for the 
position. Please state connections 
for the past five years and give 
references from firms represented; 
selling basis, and commissions 
satisfactory. . 
J. W. CARTER COMPANY 
Nashville, Tenn. 





SALESMEN WANTED 


We can use a few more “live 
wires” to sell our celebrated line 
of Men’s Dress Welts. If you are 
one of these, write quick stating 
experience and references. High- 
est rate of commission. Twenty 
samples. Sellers. Trade-makers. 
Territories not closed: California, 
Mountain States, Washington, Ore- 
gon, Kansas, Nebraska, Iowa, Wis- 
consin, Missouri (except St. Louis), 
Alabama, Mississippi, Louisiana. 


MAULDIN SHOE COMPANY 
Highland, Ill. 











SHOE SALESMAN 
Experienced, Wholesale 


One of the largest men’s shoe 
manufacturers. We will pay real 
money to real salesmen. Show 
us a record and we will pay you 
what you are worth. We want 
the best and are willing to pay 
for it. Replies held gor con- 
fidential. Address C-474, c-o 
Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


is extending his distribution. 


tories are: 


first letter. 
South St., Boston, Mass. 





The largest manufacturer of Children’s 
Shoes in New England 


A strong line of Growing Girls’, 
Misses’ and Children’s WELTS and flexible stitchdowns is holding 
the business of the largest buyers, and salesmen should quickly match 
the satisfactory earnings of our present representatives. Open terri- 
Wis., Minn., N. & S. Dak., Ky., Tenn., Carolinas, Ga., 
Fla., Ala., Miss., Mo., Ark. Live wire men with a following only 
need apply. 6% straight commission. 
Address Box C483, Boot & Shoe Recorder, 207 


Send complete references in 

















Salesmen Wanted 


with established trade for the 
coming season to sell a real line 
of Young Men’s Genuine Calf Skin 
Shoes, $3.50 less 5%. Stock car- 
ried on floor. Sixteen samples in 
the line, everyone a fast seller. 
Will be on display Mayfair Hotel, 
Room 502, St. Louis Style Show, 
Room 1124, Chicago, National Shoe 
Retailers’ Convention, January 
8rd. Coble Shoe Company, Hum- 
boidt, Tennessee. 











W 


'ANTED—Salesmen with established trade 
in the following States to travel out of the 
largest city in each State: Arkansas, Kentucky, 
oe pa Missouri, Nebraska, 
commissions and wonderful sition 
fermen of proven ability. Line consists of one 
fast selling women’s novelty Shoes at 
$2.85. — E-- must accompany application, 


not. be considered 


Snon COMPANY. 1332 Washington Ave., 
St. Louis, Mo. 





Tennessee. 


Ne oy Saat producers in 
York Ponsspienia” Michigan Obie indisan 
or! youaey ~# 0, 

Iowa, ge + Montana,” Rentucky, Texas, 
Arkansas We are manufac- 
turers of aa of Levisiane. “— lines of work 
shoes, dress oxfords and shoes—a real QUAL- 
ITY line—BIG commissions paid to the 

man. Establis 
need apply. Address C-414, care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, 





SIDE LINE men wanted for Michigan, North- 
ern Ohio, on commission basis. One grip 
men’s fast hay | feature shoes in 
BRANDAU SHOE CO., Detroit, Mich. 


WANTED —Salesmen with established trade 
to represent us in Alabama, Arkansas, In- 
diana, Iowa, Kentucky, Minnesota, Missouri, 
ebraska, and Tennessee. Prefer men who re- 
side and have headquarters in larger cities in 
these States. Line consists of fast selling wom- 
en’s novelty McKays, priced at $3.15 to $4.50. 
Liberal com s and wanders ul proposition 
for men - p srowen 8 ability. References must ac- 
company septate po will not be con- 
sidered. pie STILES, Inc., 1330 Washington 
Ave., St. is, Mo. 





EXPERIENCED salesmen to peg ! 
the snappiest and best value line of 
dren’s Stit wn shoes, oxfords and ares = 


the country. Wart men well acquainted with 

the trade, who can show us by past 

that they are go-getters. Drawing account and 
traveling expense to apply a Og commission. 
Men to cover two or tates desirable. 
Give references and ail Sails te in 

Address C-479, care Boot and Shoe Recorder, 
207: South St., Boston, Mass. 


SALESMEN—We Lage aumea side line for 

Dos me Novel ess goods. Small sam- 

= R. DOUG ERTY. & CO., Ine., O17 
aang St., Philadelphia, P: 


ANTED—Salesman for Western Pennsyl- 











TRAVELING men selling children’s 
py 
state t ry covered, gn 
} ome dame re Boot = gg Shoe fete 25 
W. 39th St, New York, N. ¥. 










Stit 
tur 
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SALESMEN WANTED 


MANUFACTURER WANTED 


MANUFACTURER WANTED 








SALESMEN—Real shoe men of recognized 
ability with established trade for Georgia, 
Alabama, Mississi pi, Louisiana, Tennessee, 
and Kentucky. s’ and > aad F penee ning 


anufac- 
turers in-stock line. Liberal commission. Whole 
time or side line. Experience and references 
first letter. Address C-490, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


Stitch-Downs and Flexible 








HELP WANTED 





SAL, MANAGER VARS aged 
perienced salesman salesmanager wi with 
experience in ladies’, misses’ and children’s Mc- 
shoes. One knowing styles, lasts and gen- 
= experience of shoe manufacturing busi- 
ness. Must be able to handle road salesmen 
and stock department. Give age, experience, 
references and salary ex ly in own 
hand writing. C-481, care Boot and Shoe Re- 
corder, 207 South St. Boston, Mass. 


LIVE WIRE McKAY MANUFACTURER 
of Women’s Novelty Shoes 


Established eastern chain store organization will féature $4.85 policy. 
Plan to concentrate with financially strong manufacturer on volume 
proposition. Must be spot on deliveries, styles and value. Address, 
C-491, care Boot & Shoe Recorder, 207 South St., Boston, Mass. 

















REPRESENTATIVE WANTED 


REPRESENTATIVE WANTED 





Style Man Wanted 
By Western Manufacturer 


Prominent Middlewestern manu- 
facturer of men’s shoes is desirous 
of securing the services of an ex- 
perienced style man. We want a 

who can successfully ick 
men’s styles, who has_ sufficient 
experience to select the proper 
wood and to see that correct pat- 
terns are selected for that par- 
ticular piece of w One who 
knows enough about shoemaking 
to see that ideas are carried out 
in the shoes. 


To the man who has the experi- 
ence and ability to create styles 
adaptable and saleable to the most 
discriminating buyers of men’s 
shoes in popular grades, we offer 
a splendid opportunity. 


Write full particulars, experience, 
etc. to-— 
Box C-484 
Boot and Shoe Recorder 
Boston, Mass. 




















AGENCY WANTED 











WELL-KNOWN FIRM 
OF BRITISH SHOE 
FACTORS 
with large Warehouse in Leicester, 
which is the centre of the Chain 
Store Warehouses, are open for 


SOLE 
DISTRIBUTIVE 
AGENCY 


of Well-Advertised Brand of Boots, 
Shoes, Slippers, Rubbers, etc., for 
the whole of Great Britain. Over 














Representative for U. S. A. 


Production: 1000 Pairs Daily. 





Andreas Neider, Ltd., Vienna ( Austria) 
Manufacturer of finest Viennese Ladies’ Flexible Turn Shoes 
Want 


Specialties: Finest Ladies Turn Flexible Shoes with Louis and Cuban Heels. 


Enquiries also requested from wholesale and retail trade. 




















POSITION WANTED 








Knows the Trade Thoroughly 
A man with wide acquaintance among 
all the large wholesale and retail trade 
east of the Mississippi desires to make 
a change. A specialist in selling women’s 
with years of ex- 
perience. Address C-485, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 











STVATION WANTED—Salesman 37 quae 
suaudig Se ound in New England territory, 
sales ex Noe yea with same 

pancae ong y. Can —_ 


record. 
rous of making w change Ist with 
a reliable manfactrer 2 amar, C470, ee 
Boot and Shoe Recorder, 207 South St., 


ton, 





BUYER—Manager for show and 
rtmen store doing $1,500,000. 


volume, new connection. A pli- 

cant has had 11 years’ in 

stores. in retail field suc- 

cessful. Best references. 

C-494, Boot and Shoe Re- 

— Seuth St., Boston, 
ass. 











Me: MANUFACTURER —t am seeking 








POSITION WANTED 





COMPETENT and aggressive shoe executive 
desires connection with live chain —- 
organization. 12 years’ experience waving 
merchandising general lines. Write me 
600 Monroe St., Saginaw, West Side, Mich. 


LINE WANTED 


Cas WELT LINE WANTED— 
Salesman selling New York and New jonsey 
trade at present, desires children’s welt line. 
I have sample and stock room facilities for 
proper line in the wholesale shoe district. Ad- 
dress C-495, care Boot and Shoe i 
9th floor, 239 W. 39th St., New York, N. 











b fens 4 FOR THE STATE OF FLORIDA 

manufacturers’ line of shoes for 

Carr Woed Company, ina, 3011 Nobeodin hi 
ne., 191 ve., 

Cones Florida. yh onan Monarch 

Com: dl Dates St., New York, N. Y,. 

Whitehall 5 


mile" 


fi 














trade terms 
right party. R. penn, Gunes. me 
FOR LEASE 
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STORE SUPPLIES 








H-W shoe store chairs give 
the utmost customer 
comfort in smallest space. 
Consult our store seating 
experts, without charge. 


“Yayucod-IfGheficld 





San Francisco, Cal. 
Missouri 








| Metal Shoe Fitting Stools 


and Floor 
Mirrors 







Ne. 141 


write fe THE CHICAGO 


Catalog 


end Prices WIRE CHAIR CO, 








621 N. La Salle Street, Chicage, Mi. 









—WINDOW . 
DISPLAY FIXTURES 


made by 
SEGALILE SONS 


933 ARCH ST. 
PHIL ADELPHIA »PA. 
ARE BUSINESS GETTERS 
\ SEND FOR CATAIOG- 
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Barrier to Soviet 
Activities 
By Charles L. Baine 














Charles L. Baine, general secretary, 
Boot and Shoe Workers’ Union 


_o one force which handicaps 
and harnesses the) activities of 
the communistic element in this 
country is the American Federation 
of Labor, which organization stands 
solidly and permanently in opposi- 
tion to the activities of the emis- 
saries of the Third Internationale. 


The work of this body is fostered 
and paid for in the United States by 
leaders in Moscow, and at the con- 
vention at Detroit the American 
Federation of Labor went on record 
unanimously against the United 
States giving recognition in any 
form to the Soviet Government. 


If the American Federation of 
Labor were not in the field it is not 
difficult to imagine free sailing for 
these opponents of both capital and 
labor, as interpreted in. American 
terms, and I believe there is no 
greater barrier to the injurious 
efforts of the Soviet Government 
than the present force of organized 
labor. 


All of this gives simple food for 
thought to manufacturers who may 
at times be deluded by thoughts of 
the benefits of general open shop 
conditions in this country. If this 
situation now prevailed, there would 
not be the organized power which 
now exists against the assaults of 
the Russian agitators. 
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MERCHANT NEEDS 

















ADVERTISING NOVELTIES 
and {SPECIALTIES 


COMPLETE WE HAVE IT. WE 
WILL GET IT. WE 
FOR YOU. 


W. E. FOLLIS ADVERTISING SERVICE 
159 N. STATE STREET CHICAGO 

















Made Only of Wood 
for ell lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
be Nisa erence 
SInCinnats, oO 


es 























made for 40 years 
by the origina] in- 
ventors. 


Made in all styles 
to suit any shelving 


@et our price before 


Milbradt 
Manufacturing Co. 
2416 Ne. 10th Street 
ST. LOUIS, MO. 
















*) 
3c 





Loe 


ESTABLISHED 1890 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 
















Nove 








et | OR Fe a || ! § 
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Farm Relief Legislation 
Attacked by Congressmen 





Before Boston 
Shoe 


Address Made 
Club; Summer-Weight 
Committee Named. 


Boston—At its regular monthly din- 
ner meeting, held Nov. 17 in the Hotel 
Vendome, the Boston Boot and Shoe 
Club lapsed from footwear into politics 
and listened to an intensely interesting 
address by Congressman Robert Luce. 
The speaker defended members of 
Congress against the charge that they 
are idle and that they put too many 
laws on the statute books. He warned 
:gainst the uselessness of legislating 
in favor of farm relief and held up as 
<n ominous sign the recent action of the 
) ational grange favoring an export de- 
henture plan on surplus agricultural 
products. 

It is class legislation, he declared. In 
effect, the government is being asked to 
vuarantee the farmer against a loss 
and to pay his profits, in unprofitable 
vears, out of the national treasury. The 
cure, he argued, is to let the law of 
supply and demand take its course, in 
which event farm production will auto- 
matically lower itself to a point where 
supply and demand will be more nearly 
equal, 

He also touched on the Volstead Act 
and the. possibility of its repeal and 
pointed out that th uarters of the 
members of Congress will vote dry. 

Other addresses were made by 
Arthur L. Evans, editor of the Shoe 
Retailer, who urged the manufacturers 
to stand back of the recommendations 
adopted at the recent style conference 
in New York; and by T. A. Delany, sec- 
retary of the National Shoe Travelers’ 
Association, who spoke on cooperation 
among manufacturers and their travel- 
ing representatives. 

An important step forward alse was 
taken in the appointment of the follow- 
ing committee to promote the summer- 
weight shoe idea with particular refer- 
ence to summer-weight shoe day, May 
15. The committee consists of: 

Paul C. McBride, Milford Shoe Com- 
pany; Alfred W. Donovan, E. T. 
Wright & Co.; W. A. H Edwin 
Clapp & Son; M. P. Gaddis, Hutchison 
& Winch, wholesalers; Mr. Delany; F. 
W. Small, Gilchrist’s; James H. Stone, 
president of The Shoe Retailer; and 
Everit B. Terhune, president of the 
Boot AND SHOE ReEcorDER Publishing 
Co. 

Twenty-four new members were ad- 
mitted, as follows: 

Harry E. Gardner, American Oak 
Leather Co., Boston; R. E. Ambrose, 
Hamilton-Brown -Shoe ; 
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ton, Lynn; Thomas J. O’Shea, T. J. 
O’Shea Leather Co., Salem; Everett 
Bradley, Hazen B. Goodrich & Co. 
Haverhill; Paul 0. MacBride, Milford 
Shoe Co., Milford; James A. McGrath, 
Shoe and Leather Advertising, Boston; 
David E. Cox, Shoe Engraving, Boston; 
William F. Hooley, W. F. Hooley Shoe 
Co., Lynn; John F. Murphy, The Ohio 
Leather Corporation, Boston; Cornelius 
G. Flynn, C. G. Flynn Leather Co., 
Boston; Philip A. Conathan, Edwin 


Clapp & Son, Inc, East Weymouth; 
Walter W. Mabie, Tanners oducts 
Co., Peabody. 


President Horace R. Drinkwater pre- 
sided. 


Now Boosting Atlanta 
as Wholesale Center 


ATLANTA—In order to create a 
greater interest on the part of South- 
eastern retailers in the patronizing of 
the Atlanta wholesale market, the At- 
lanta Merchants & Manufacturers As- 
sociation is conducting a cooperative ad- 
vertising campaign in the leading daily 
newspapers of the Southeastern dis- 
trict, boosting Atlanta as the primary 
wholesale center of the South. The 
campaign is serving to point out to the 
dealers in this section that the Atlanta 
manufacturers and jobbers carry ade- 
quate stocks of virtually every line of 
merchandise sold at retail in the South, 
and can supply their needs promptly. 
Also, by a cooperative arrangement 
among the members, that railroad fare 
to and from Atlanta is refunded to 
dealers visiting the market, provided 
their purchases while here reach a cer- 
tain total. Among the Atlanta shoe 
jobbers who are members of the asso- 
ciation and are therefore ing an ac- 
tive part in this campaign are the M. 
C. Kiser Shoe Co.; the J. K. Orr Shoe 
Co.; Gramling, Spalding & Collins- 
worth, Inc., and H. Wilensky & Son, the 
latter handling juvenile footwear. 


Two Atlanta Shoe Men 
Die Only Few Days Apart 


ATLANTA.—The death of two promi- 
nent shoe men in Atlanta re- 
cently but two or three days apart. 
Stuart P. Leonard, - merchandise 
buyer identified with the M. C. Kiser 
Shoe Co., wholesalers, died suddenly 
while at his desk in the co y’s At- 
lanta plant from a stroke of apoplexy. 
Mr. Leonard was well known to retail 
dealers over the Southeast due be a 


business, and he was also well known 
in eastern and middle 
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WANTED TO PURCHASE 








Sell Us Your Left Over 
New Yor« Exrorr Purcnasive Cozpr. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








CASH PAI 


for entire shoe stocks or stocks 
of shoes or other Any 
quantity. Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 


623-624 Broadway, New Yerk, KH. Y. 























MERCHANT NEEDS 








Large Assortment of 
Brocades 
Imported Cut-Steel Buckles 
Domestic Rhinestone 
Buckles and Heels 


S. Aprile & Co., Inc. 
. Importers 
61 West 50th St., New York City 














Big Sale Staged with 
Prices Down $1 a Day 


Four Day Event Cleans Out Large 
Collection of Shoes in Atlanta 
ATLANTA.—A rather unique sale was 


recently staged by the shoe department 
of the Davison-Paxon-Stokes Co, a well 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot ann SHoE ReEcorpeR 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production und distribution. 


In this Issue— 


MANY PrRoPHETS Too Few Prorits. What’s Wrong with the Trade?. 37 


Bic Feet But Lots oF STYLE...... Harry Rosenthal .........2.+. 38 
One of the Real Trade Leaders 
Gives Away a Few Secrets on 
How He Does It 


ON THE FEET OF FASHION......... Two New Shoes ..........000. 40 
Ilustrations of the Smartest of 
Smart New Footwear 


THE BATTLE FOR SUPREMACY....... Another Problem Analyzed..... 41 
A Straightforward Discussion of 
Chain Store Competition, the 
First of a Series 


THE VOICE OF THE RECORDER....... Opinions of the Editor......... 42 


Reapy FoR First SHot aT Sprinc.. The St. Louis Pageant......... 44 
What You Will See and What 
You Can Do at St. Louis During 
the Fashion Show and Convention 


Ir Feet WERE ELEVATED TO THE 
LEVEL OF THE EYE. .....ccccsece Make ’Hm Loolke .........cccece 46 
A New Thought on the Subject 
of Looking at Shoes 


O. P. I.—OTHER PEOPLE’s IDEAS.... Harry R. Terhune ............ 48 
Another Batch of Tried and 
Tested Recipes for Cashing In 
SHor MERCHANTS’ NEWS.......... What’s Doing in the Trade..... 54 
SHOE MARKET NEWS .............-- Among the Manufacturers...... 60 
WHo’s WHO ON THE ROAD......... Helen M. Haney... ........00¢ 89 
Waar Is SEIZING? ..........0200. By THO. 035s cay clck sactcows 94 
Quick, Live Information on Fast 
Moving Shoes 


OTHER REGULAR FEATURES 
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A buying guide to 


BOOTS AND SHOES 
Alden, C. H., Abington, Mass............ 58 


Barney’s, New York City............. soo. 8 
Berkshire Footwear Corp., Holliston, Mass. 62 
ss as “ea Slipper Co., Inc., Brooklyn, 

96 


eee eee eee eee eee ee eee eee eee eee se ) 


Blog Shoe Co., New York City........... 97 


Brockton ative Boot and Shoe Co., 
eke aoe sebuaea se “ ws nb Udwesaawe 


Brooks Shoe Mfg. Co., Phila., Pa......... 90 
Capezio, New York City.............se0. 90 
Churchill & Alden Co., Brockton, Mass. 

4th Cover 


Clapp. in & Son, Inc., E. Weymouth, 


Cohen, Samuel, Shoe Co., Boston......... 98 
Colt-Cromwell Co., Inc., New York City.. 88 


Commonwealth Shoe & Leather Co., Whit- 
SON, TRB oi eid dedecvitevestapedd 


Craddock Terry Co., Lynchburg, Va..... 16-17 
Crafts, G. P.,.Co., Manchester, N. H..... 13 
Cushman-Hollis Co., Auburn, Me........ 33-34 


David Shoe Mfg. Co., Cincinnati, Ohio... 97 


Dingley-Foss Shoe Co., Auburn, Me....... 23 
Douglas, W. L., Shoe Co., Brockton, Mass. 69 
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Next Week 
you will find 
in the 
Boot and Shoe 


Recorder 








BUDGET system that really is 
a buying guide and that works 
out 95 per cent. 


& preg may leave us, but mil- 
lions of Queenies are stealing 
her stuff. We thought the Queen’s 
visit just so much publicity, 
would you believe it, the female pub- 
lic is taking to gypsy colors, and— 
How. 
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ehind Every Shoe ff 








— 





Both shoes have extra plump 
insole and outsole and full 
solid leather heel. 


Sizes: A—-7% to 11; B—6% 
to 11; C and D—6 to 11. 
Price $5.75 


Hither branded “Just 
Wright” or Se you 
wish 











THE GHT 
JOST oe 








E. T. WRIGHT & CO., INC. 





Behind every Just Wright Shoe in stock 
is a reason—a reason for its being saleable 
—a reason from the dealer’s angle. 


For instance—the shoe illustrated has a 
definite appeal to the young men’s trade. 
Patterns, lasts, and color are attractive to 
the young man who appreciates quality in 
appearance. 

Just Wright stock shoes go to you fresh, 
clean, and sparkling—the result of our 


constant supervision and rapid turnover. 


We earnestly suggest the trial of a few 
paits to size in with some style you are 
now carrying. It will prove to you that Just 
Wright stock shoes are dependable. 











ROCKLAND, MASS. 








